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FOR QUICK TURNOVER AND GENEROUS PROFITS 
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FOR AT-ONCE: DELIVERY 


Queen Quality presents the summer vogue for 
white developed to the smartest degree in the 
popular patterns illustrated. 


Queen Quality shoes are nationallyadvertised in 


HARPER‘’S BAZAAR 
WOMAN‘S HOME COMPANION 







SEVILLE 
Super Flex Process 


Style 9507 — All Whi . DELINEATOR Style 4492 — Whe 
Arayle Last, 15/8 Cov- ‘ Copley Last, 17/8 C. 
ered Cube ben Heel. | LA D I E S H O M E J Oo U R N A L ered the nol | aga 
anne PAs ’ AAAS.9 AA 41.9 
Aae10 83-10 Produced by the world’s largest shoe manufactur- 49, 8246-9 
. . . ‘a- 
C3% ers, they offer the maximum in value together with 
quick turnover from comprehensive floor stocks. 
Queen Quality Shoe Company ° St. Louis, Mo. 
Branch of International Shoe Company 
_ TO RETAIL AT 
NORITA MAGNOLIA 
Super Flex Process $6°° 0 $500 Super Flex Process 
aye 4487 — Thine Pyle 4368 — i . 
Cooke Lt 17/8 Cov- DeLuxe Models to - ch ‘Lost, 45/ 8 Cov- 
ere x yyy err ered Boulevard Heel. 
Aso B95" $950 AAA 5.9 AA 4.9 
C3%9 A449, B 334-9 
SONORA 


Style 4497—Same de- 
sign as above in four- 
EDs 5005 $3.60 









Write for special folder featuring 
twenty white styles now in stock 






PANDORA 
Super Flex Process 
Pyle 4434— All White 


60 
Arden Lest, 15/8 Covered 


, LA VILLE 
Super Flex Process 
Style 4503 — All White 


eee ee 


Kid 3.60 
Supreme Last, 15/8 Covered 
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Hay B. Michaels 
of the D. Weisberger Company, 
Westchester Avenue, Bronx, 
N. Y., cooperated in a lecture on 
posture at the Fordham Hospital, 
in preface to National Foot 
Health Week. 





—— 9) I>) Y¥) 
> dali add 


Some 350 high school teachers 
of the Physical Training Division 
were present to hear Dr. Samuel 
Boorstein, M.D., F.A.C.S. After 
professional consideration of foot 
functioning, Mr. Michaels, as a 
shoe salesman, explained the pur- 
poses of shoes, through demon- 
stration of a club-foot shoe, flat- 
foot shoe, bunion shoe, elephant 
shoe (so called from its planter 
surface resembling the elephant’s 
hoof). He indicated how cor- 
rective shoes need no longer be 
ugly types. 

Mr. Michaels also said that 
corns and callouses will be a thing 
of the past when the public be- 
comes shoe comfort conscious and 
the shoe man does his proper job. 


* * * 


Wisconsin 


has declared milk to be a public 
utility, to be regulated as to price 
and distribution. Cows produce 
hides as well as milk. The hides 
are made into leather and the 
leather into shoes. Are shoes pub- 
lic utilities? They certainly are a 
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The VOICE of the TRADE 


most common utility, competing 
with steam and trolley cars, long 
regulated as public utilities, in 
transportation. 

* * * 


_ Douglas 
of the T. Eaton Co., Ltd., Win- 
nipeg, Can., expresses accord with 
the theory that sizes have in- 
creased with the times. She says: 
“We still have my grandmother’s 
wedding slippers and none of her 
granddaughters have been able to 
get into them—even from the age 
of ten onward. And we aren't 
much taller than she was either.” 

*k ok x 


Harry L. Adams 


of the Procter & Collier Company, 
Cincinnati, believing that an ad- 
vertising agency aight well be 
‘§dea center,” or- 


considered an 





ganized a special public display in 
Cincinnati at which 64 products 
were publicized. The general 
public, to the number of 5100 visi- 
tors, inspected actual products and 
their advertising promotion, in 
commodities from quilts to foot- 
wear. 

The agency tried some of its 
own medicine and advertised in 
some of the local newspapers, over 
the radio, by direct mail and with 
placards in many store windows. 


APRIL 22, 1933 












As an educational feature it was a 
great success. It also brought 
business to local stores for the 
products displayed. 


* oo Ox 


F bine W. Morgan, 
manager of the shoe department 
of Dils Brothers & Co., Parkers- 
burg, W. Va., says: 








“I would suggest that if you 
have not already started to ‘grade 
up,’ to do so as soon as possible. 
Look to your budget. Take a 
little out of the fund that has been 
used to purchase low-priced foot- 
wear and apply it to some higher 
price range. When this new mer- 
chandise arrives, examine it care- 
fully, compare it to the inferior 
kind. Sell yourself, thoroughly, 
on these good shoes and then talk 
it up to the sales force until your 
enthusiasm becomes contagious. 

“When these good shoes arrive, 
treat them like you would your fa- 
vorite automobile—fondle them, 
exploit them—don’t put them in 
some obscure spot. Make your 
sales people show them. Adver- 
tise them in your windows and 
newspapers. Call your inactive 
customers, if they can be reached 
by telephone—write them if nec- 
essary—at any rate, let them know 
that you are going back on the 
QUALITY STANDARD.” 
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With wide trousers 


on the way out for Fall wear, 
shoes for men will lean to a short- 
er pattern with narrower toes, ac- 
cording to Edward W. Perkins, 
stylist of men’s shoes for the 
Vulcan Corporation—who, follow- 
ing a survey made the past two 
weeks, makes the prediction that 
we will see many changes in the 
general line of oxfords for Fall 
wear. 

Clothiers having already de- 
cided to make the new Fall trous- 
ers definitely narrower at the bot- 
tom, the new short pattern is a 
certainty—and research, accord- 
ing to Mr. Perkins, has revealed 
that real comfort is possible in 
the new style. 

The new shorter model, narrow- 
er-toed shoes, he said, will carry 
more perforations, more pinkings 
and slightly higher heels. The en- 
tire ensemble will yield a much 
snappier effect with practically all 
of the models carrying capped toes. 


* %* * 


Ccorge Bingham, 
sales manager of Cambridge Rub- 
ber Company, says: “Sales are 25 
per cent ahead of the first quar- 
ter of last year, despite rain, bank 
holidays and high water. Much of 
this increase has taken place in re- 


cent weeks.” 
* 2k * 


State supervision 
of the men who fit shoes, on the 
WHERE'S ps LICENSE ? 






in) 


same principle as legal control of 
barbers and other practitioners 
whose work can safeguard or mar 
the health of the public, may grow 
out of a program now being 
launched in Pittsburgh. 

It was Albert J. Schmidt, asso- 
ciated with the retail shoe business 
and the Pittsburgh Shoe Retail- 
ers’ Association for many years, 
who brought the matter to the at- 
tention of local shoe men at their 
Pittsburgh meeting recently. Mr. 
Schmidt has been considering the 
idea for the last two years. 


No wPRor TING / 


‘at ‘ 









WHAT PRICE HEADACHE? 


—Profits of Bromo Seltzer for the year 1932 
were half a million dollars less than the 
preceding year. 

—Yet statistics would probably show a most 
astounding increase in headaches during 
the year just closed. 

—Dr. D. T. Jitters, noted specialist on 
Migraine (headaches), predicts that 1933 
will be a record year for that affliction; 

—“Unless,” says he, “manufacturers and 
merchants come to their senses and quit 
trying to see who can sell the most goods 
at the greatest loss. Further attempts at 
price cutting will bring about the greatest 
epidemic of headaches our industrial 
world has ever known.” 


1.10... 


President. 





“So many men like the shoe 
business so well that they make it 
a life work,” Mr. Schmidt said. 
“Why shouldn’t they be given 
protection from unskilled competi- 
tion when less important crafts 
are so favored? Shoe men should 
serve an apprenticeship which 
would entitle them to a practicing 
license. There are too many shoes 
misfitted at the present time.” 

ie 


C, C. Stephens, 


Edwin Clapp Stores, Louisville, 
remarked that he believed that re- 
turn of beer would materially 
boost Saturday night business in 
Louisville. On April 7, with re- 
turn of beer there were more peo- 
ple on the street in the business 
section than for a long time past; 
and Saturday night, April 8, found 
a still larger crowd and _ better 
business. 

Similar reports were heard 
from other merchants and _ busi- 
ness men. In the old days folks 
came downtown at night, espe- 
cially men, and needing a pair of 


shoes was one of the regular ex-° 


cuses for getting out to meet the 
boys. Night trade hasn’t been 
really active like it was before 
Volstead. 
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F red Halvfass 


celebrated two events recently—his 
50 years as a retail shoe merchant 
in La Port City, Iowa, and his 
79th birthday. He came over 
from Hanover, Germany, as a 
youngster and immediately started 
his store in Iowa. He says that 
50 years selling shoes does not 
seem so long, and he cannot com- 
mence to realize that 79 wonderful 
years could roll by in so short a 


period. 
* * * 


E. R. Breck, 


treasurer of Daniel Green Com- 
pany, says: “There is no question 
but what the continual wearing oi 
shoes, from the time one gets up 
in the morning until one goes to 
bed, is a very bad thing for the 
foot. It is also bad for the shoe. 
because it doesn’t give it an op- 
portunity to thoroughly dry out: 
and even if one alternates one’s 
shoes, it still means that the shoe 
will wear out quicker because oi 
constant perspiration. 

“Inasmuch as bunions are 
caused through friction, Nature 
builds up protective cells on the 
parts subject to friction. It is 
obvious that if the friction were 
removed the bunion, in time, would 
also disappear. 

“A change from regular 
weights of shoes to comfort types 
is relief from fatigue and nerve 
strain, through relaxation.” 


* * * 





Roland H. Haviland, 


advertising manager of the Stet- 
son Shoe Company, South Wey- 
mouth, has produced one of the 
most interesting puzzles of the 
day from the handsome _litho- 
graphed picture of the “Old 
Scotch Caddy” now being dis- 
tributed by his company. Direct 
evidence shows the sale of more 
than 1500 pairs of Stetson shoes 
by this publicity. 

The colorful picture, backed on 
wood and cut into 400 intricate 
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pieces, is now much in demand 
among the customers of Stetson 
dealers throughout the country. 
Norman J. Klasgye, manager 
of the Stetson Seattle store, left 
a puzzle in the lobby of the Col- 
lege Club, Seattle, where he re- 
sides, for the entertainment of the 
club’s members. After assembling 
the set, which reveals in a cut-out 
effect in its center the Stetson 
name and the outline of a man’s 
shoe, twelve members looked him 
up and stepped into a pair of Stet- 
sons for the first time. 
x Ok Ox 


J ohn McElaney 


of the Stacy-Adams Company, 
Brockton, touring the West, says: 
“Quality is most certainly destined 
to come back into its own. I am 
highly optimistic as to the future 
and the possibilities in the high 
grade men’s field. Buyers report 
that customers in many instances, 
in need of replenishing their shoe 
wardrobe, openly state their pref- 
erence for a high grade shoe, even 
though they buy fewer pairs 
yearly. 
x *K O* 


Charles R. McWilliams 


of Los Angeles, Cal., writes: 
“Things are picking up out here 
on the Coast since the bank holi- 
day and with the advent of beer 
there is a decidedly better feeling 
all around. It looks as if we had 
turned the corner and headed in 
the right direction at last. ~ With 
a man like Roosevelt in the White 
House it just couldn’t help but be 


better.” 
* * * 


F or a week and a half 
prior to Easter the stock clerks 
of the Green Shoe Mfg. Co., Bos- 
ton, makers of fine juvenile welts 
and Junior Arch Preservers, 
struggled with the biggest volume 
of in-stock orders ever received in 
such a short period, averaging bet- 
ter than 2000 pairs a day. 

Final reports state that Charlie 
Slosberg and his army won the 
battle of “same day shipment,” 
although his morale was badly 
shaken on Thursday by being 
short one pair on a three hundred 
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pair order—the only failure in the 
nine-day campaign. 


* 

National Foot 

Health Week dates back. still 
further. We have seen the evi- 


dence that Dr. William M. Scholl 
prepared and copyrighted a cam- 
paign on National Foot Health 
Week in the year 1924. So we 
give to him the badge of “origi- 
nator.” 

The idea as to who was first 
with National Foot Health Week 
developed when one Hal. P. Smith, 
Chairman of the National Asso- 
ciation of Chiropodists, trump- 
eted loudly that we were withhold- 
ing credit for its origination from 
a member of the National Associa- 
tion of Chiropodists. Not that the 
member himself desired the spot- 
light, for he is a most modest pro- 
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fessional gentleman. So forthwith 
we opened up last week’s book 
with full and complete credit—but 
a search through the files, how- 
ever, brought to light an entry for 
copyright in Washington in 1924 
on National Foot Health Week— 
a sixteen page giant size promo- 
tion. 

Now that we have carried our 
credits back far enough, let us state 
that the real importance of Na- 
tional Foot Health Week is how it 
is being promoted today by alert 
shoe men the country over. The liv- 
ing present is important. The re- 
turns are not in as yet but indica- 
tions are that National Foot Health 
Week—Appril 17-22, 1933, was the 
outstanding campaign of the year, 
in interesting the American public 
in shoes, their use, their purpose 
and their pleasure. It is foot 
health in shoes that we all seek. 
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“Better call off thaf dog first, mister.” 
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A New York Buyer Surveys the Summer Style Situation 


Many times in the near future 
men’s shoe retailers, department managers and buyers 
will be asked by their customers and clerks to advise 
them on the proper footwear to be worn with the 
pictured sport type of spring and summer ensemble. 

This type of clothing is rather indefinite as to the 
kinds of footwear that can be worn, and in these days 
of limited customer budgets the merchant should 
sensibly stock such styles as will really cover a two- 
fold purpose, in the sense that shoes so styled can 
be worn correctly and comfortably both with business 
suits and the blended sports combination. 

The brown Glenurquhart plaid slacks, as pictured, 
will transform,a brown Hounds Tooth suit from a 
business suit to a week-end ensemble. The same full 
brogue, all tan calf skin, wing-tipped oxford which 
is worn with the brown Hounds Tooth suit will fit 
right into the picture and complete the sport ensemble. 


Four base shoes which Mr. Kaye believes should be in nearly every 
" stock for warm weather selling are pictured 
No. 1. A combination of brown buck and brown calf, although this 
same shoe may be developed in all brown Bucko. 
No. 2. An all brown calf, which will serve as an all-around shoe. 
A medium toe allows this shoe to be worn with regular suits. 


Here in New York, centrally located as we are, we 
cater to a rather varied clientele. Our customers are 
made up of the conservative New Yorker, the so- 
called tired business man, the more flashily dressed 
Broadwayite, the Wall Streeter and, of course, many 
customers who come to New York from all over the 
country as well as from the suburban towns and out- 
skirts of New York. Each group of customers rep- 
resents a distinct style problem. 

The one who buys the better grade of regular foot- 
wear will, in all probability, be more interested in the 
brown buckskin or reverse calf models, but as this 
rather fragile buckskin type of footwear is a more 
or less strictly sport type of shoe and is rather ex- 
treme for the general type of shoe customer, it will 
therefore appeal to the minority. 

Combinations of buckskin or reverse calf, brown 
trimmed, with foxings and tips of brown calf, will 


No. 3. There are interesting possibilities in the full toe blucher. 
This particular shoe is a combination brown calf and brown pig, but 
there are several combinations of brown goat, calf and reversed calf 
which may be successfully promoted for mid-Summer selling. 
No. 4. On the extreme right is a medium custom last for general 
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By H. H. KAYE 


Mr. Kaye has been buying men’s shoes in New York City for several 
ears. For the past seven years, he has held the post of men’s shoe 
uyer for the Saks 34th Street store. His job is a responsible one. He 
is, both of necessity and inclination, a close student of men’s fashions. 
The responsibility of interpreting the wants of his store’s clientele is 
a real one, in that the store of Saks is at the cross roads of the retail 
world. Kaye’s grasp of style trends must necessarily be country-wide 
in scope, and his fashion deductions authoritative. 


no doubt appeal to both the high grade customer and the more popular priced man. 
It is a more serviceable type of footwear, as the tendency to mark up, especially 
at the tips, will be avoided. 

The regular popular-priced customer, who makes up the bulk of the trade, gen- 
erally leans toward a rather plainly detailed shoe, and to him an all-tan full wing- 
tip brogued oxford will be a radical change, sporty enough to wear with this type 
of ensemble, in most cases solving his problem. Most of these sport outfits will 
be sold in all shades of brown and tan and will give the merchant a good oppor- 
tunity to move his dormant tan oxfords. 

There will, of course, be a certain amount of these ensembles sold in grey 
Harris tweeds and Donnigan tweeds, etc., and with these, grey buckskin will go 
very nicely. Also certain black wing and perforated tip oxfords, but as these grey 
ensembles will not, by any means, be a volume issue compared to the browns, the 
shoes to go with them should constitute a very limited part of the stock and also, 
as these grey buckskin shoes will in all probability [TURN TO PAGE 34, PLEASE] 
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Miss Rosalind Kress goes roller skating in Central Park. This is the new low-slung, two-wheeler skate the young folks favor. And almost 
invariably they choose a sport shoe. 


How Many Pairs of Sport Shoes tor 
ROLLER SKATING? 


H.s it struck your town yet ? 
the roller skating fad? If it. hasn’t, it soon will. 
It’s coming, as sure as shooting! This back-to-the- 
pavement movemient is one of the funny by-products 
of the depression. ‘The world,’ someone said the 
other day, “is going childish.” Lucky for us all if 
we can still enjoy such simple pleasures! Lucky, 
perhaps, for the shoe man if he can get a little extra 
business out of this typically 1933 development! 

Here’s how the roller skating situation stands to 
date: Around New York, for a year or so, young 
people in their teens and twenties have been skating 
in rinks and outdoors where the pavements are good. 


Then, all of a sudden, it begins to be the smart thing 
to do. 

A group of debutantes and their swains have 
started week-end skating in Central Park, ending up 
with tea dancing at the Casino, a favorite rendezvous 
of the younger set. 

The next time you are in New York take a stroll 
down the Mall of a late afternoon (that’s a long, 
wide stretch of asphalt south of Seventy-second 
street) and see the grown-ups out for an airing on 
wheels. Business women, keeping down their waist- 
lines. Mothers keeping up with their children. The 
best sight we’ve seen so far was a young Englishman, 
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monocle and all, skating with the girl friend of a 
Sunday morning down Park Avenue. 

Our editor, who has recently come back from 
Washington, tells us that the government clerks are 
skating all over the place. Down in Charlotte, N. C., 
the “Young Marrieds” skate down to the stores when 
they forget to get the bacon, instead of starting up 
the car and using up the gas. Not so good for the 
automotive industry but something, maybe, for the 
shoe industry. 


Shoes for Skating 


What kind of shoes do they wear skating? Our 
inquiring reporter looked them over the other day in 
the park. Some people are mad enough to risk their 
necks on high heels, but the majority know this much 
about a skating shoe: 


1. It must be low-heeled. A man’s heel height is really 
the best, with its broad seat, though one can get by 
with the average 14/8 sport shoe heel. 

2. It should be flexible, to bend easily with the foot. 
Elkskin is a good choice. Stiff leathers are no go. 

3. It should have some support for the instep, to hold 
the foot firmly in place. 

4. It should have an extension welt for the clamps and 
a fairly substantial leather sole. Rubber soles are 
out of the question. 

5. Only professionals need high boots, unless they are 
going in for two-wheelers ina big way. The fleece- 
lined gadgets they sell with skates now take care of 
rubbing around the ankle of a low shoe. 


So you don’t need a special shoe to go skating, but 
you do need a shoe with a special sport character. A 


t 


Brooklyn girls “fall” for the new fad—and it takes a lot of practice to perform stunts—like this without falling hard. Note the 
preponderance of ghillies and sport types among the shoes selected by these smart young women. 
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boyish, practical shoe. The kind that has been classic 
on the coast for a long time. 

Roller-skating, bicycling and just plain, honest-to- 
goodness walking give you more opportunity to fea- 
ture low-heeled, leather-soled, sensible types of shoes. 
Stores throughout the country feel a growing de- 
mand for just this sort of shoe. Call it collegiate if 
you like, but it’s being worn by many people who 
have left college a long way behind them! 

We can’t give roller skating all the credit for this 
development, of course. It is part of a larger trend— 
the return to a simpler, more natural, less expensive 
way of living. So we suggest you find out what's 
being done in your town about roller skating. Why 
not tie in a promotion of sports shoes with the fad 
if it does exist in your town. And if it hasn’t struck 
you yet, why not start something by playing up the 
idea in your windows. Maybe there’s some business 
to be done in skates, too. This isn’t a great big busi- 
ness bringer. But it’s a nice promotional thought. 
It may add a bit of color, some new interest, to your 
sports shoe selling for Spring and the early Summer. 


Bicycling, Too 

Abercrombie and Fitch, and other sports houses, 
tell us that the bicycle business is booming. These 
first Spring days, they can’t keep up with the demand. 
Our on the Coast, bicycling is a craze. While the 
old car sits on its tires in the garage, the family 

bicycles are out touring the countryside. 
[TURN TO PAGE 49, PLEASE| 

































Went Ahead 


A nmeosion the Pre-Easter business 
with the same period of 1932, the stores in New 
York, including chain, department and independent, 
reported business equal to or better than that of last 
year. 

Chain stores, in practically every instance, re- 
ported the largest gains, with the figures from 10 to 
33 per cent better than those of last year. One group 
of stores bettered their 1931 Easter period figures. 
Another operating many units announced their busi- 
ness as equalling last year. 

In the department store field, few indicated that 
their 1932 figures were bettered, but none admitted 
a decrease in the 1933 Easter volume. The record of 
maintaining the dollar volume of 1932 required the 
selling of many additional pairs, it was pointed out 
by many of the department store managers. The 
shoe promotions in practically every department store 
were centered around quality and the trend to stabil- 
ize price unquestionably proved quite successful. Less 
price appeal was observed than has been witnessed 
during the past two years. 

The drive made by chain stores with expansive 
advertising schedules for business no doubt was re- 
sponsible for their splendid showing in increased 
dollar volume. Pairs in these units were considerably 
more, as many on a $5.00 basis last year were featur- 
ing shoes this Easter season from $3.00 up to $5.00. 
The largest organization of the chain group was 
optimistic over the increased volume and advanced 
the opinion that a substantial increase would be 
shown by the company. 

In popular priced shoes blue and gray were out- 
standing. An actual shortage of gray shoes exists. 
A few stores also mentioned blue. It is difficult to 


Wire Reports from Merchants Show Business Gener- 
ally Exceeded Anticipations and in Many Instances 
of Last Year's Pre-Easter 
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Period 


determine to what extent this depletion of stocks 
prevails. 

In department stores black, blue and brown shared 
the honors of choice. 

Independent stores reported sales equalling last 
year’s volume with a gain indicated in a minority of 
firms. ‘The betterment, it is anticipated, will con- 
tinue in all groups. 


FLASH: “Improvement in Detroit” 





“Noticeable improvement in business for ten days’ 
period. Tie patterns had first preference, followed 
by pumps and strap models. Leading colors were: 
black, blue, brown and gray in order of importance.” 


R. H. FYFE & CO 


FLASH: “Schenectady Sales Satisfactory” 


“Easter business below last year but very satis 
factory considering our only local industry working 
10 per cent. Trade very careful selecting good mer- 
chandise in following order: black oxfords and 
pumps; brown oxfords and straps. Colors—gray 
and blue. Men buy largely black oxfords ; children- 
brown oxfords.”’ 





PATTON & HALL 


FLASH: “Slight Increase in New Orleans” 


— 





“A slight improvement shown in business as com 
pared with last year same period. Weather condi- 
tions not at all conducive to increase—with banking 
conditions a further detriment. Had these obstacles 
been removed, we are convinced that the forwar:| 
movement would have been less tangled. Black an 
white sport, narrow toes leading. French models 





Matti Nera aRT UE: » 
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still a feature. Considerable demand continues for 
perforated vamps of black and white contrast. Cus- 
tomer demand for black oxfords continues despite 
‘+r season’s advance.” 
a or M. POKORNY & SONS. 


FLASH: “20 Per Cent Gain in Louisville” 


“Sales for ten days preceding Easter showed 20 
per cent increase. Gray, blue and black kids being 
best sellers in order named. ‘Tie patterns with six- 
teen eighths heels best. Pumps with eighteen eighths 
heels second.” 





BOSTON SHOE COMPANY, INC. 


FLASH: “Remarkable Improvement—San Antonio” 


— 


‘Glad to report remarkable improvement in retail 
business past two weeks. Ladies’ shoe sales in most 
of our stores 65 per cent white shoes of all types. 
throughout this section 





Retailers very much en- 
couraged.” 


KATZ-MOSER CORP. 


FLASH: ‘Nice Increase in Des Moines”’ 
“Easter business nice increase over [Easter week 
1932. Weather conditions were favorable.  Per- 


forated patterns lead. Colors were light and blue. 


Gray demand about over. Less resistance on price.” 


FIELD SHOE COMPANY. 


FLASH: “15 Per Cent Dollar Gain—Philadelphia” 


“Dollar gain of 15 per cent over 10 selling days 
before Easter 1932 and 4 per cent over 10 calendar 
days 1932. Business generally good in Philadelphia. 
Blue equalling sale of all other colors. Ties four to 
one in patterns, step-ins second, straps and pumps a 
poor third.” 





HARPER SHOE COMPANY. 


FLASH: 


“Retail shoe business in our store 10 days prior 
to Easter best in years. This condition is general. 
\Ve find less price resistance than at any time since 
1930. Materials sold in manner listed: black, 
gray, brown, blonde kid. Unusually strong demand 
One and two eyelet ties popular.” 

STONE SHOE COMPANY. 


“Cleveland Best in Years” 


blue, 


for gray. 


FLASH: ‘North Dakota Even Up” 


“Business running even with last year. Best sellers : 
rough leathers and perforated types in kid and calf. 
Sands first, then white pumps and ties strong. Six- 
teen eighths heels best.” 





RICHMOND'S BOOTERY. 


FLASH: 

“Activity good. Quality merchandise in demand. 
Volume even. Pairage in better grades even. Cheaper 
Materials: black, blue, beige, gray, 


“Denver Demands Quality” 
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brown, in order. 


demand. 


white, Quality hose at a price in 
Increase in volume.” 


FONTIUS SHOE COMPANY. 





FLASH: Wausau—‘‘Grays Beyond Expectations” 


condition of Milady’s shoe wardrobe 
manifested itself last week when the weather turned 
out beautiful and grays and light colors were cleared 
out. Demand for grays beyond all expectations. 
Men's business off a trifle. Women's sport shoes sold 
well. No demand for whites 


“Starved 


as yet.” 
PORATH & SCHLAEFER. 
FLASH: 


Pre-Easter business compared favorably with last 
year and volume larger than 10 days preceding Christ- 
mas. Roosevelt’s strong, active policy main contrib- 


“Roosevelt Policy Helps—San Francisco” 





uting factor, Colors selling in order: white, gray, 
blue, beige, black, brown. Types) most active: 


punched and perforated Summer shoes, together with 
reptiles.” 
oe SOMMER & KAUFMANN. 


FLASH: 


“aster trade showed up in satisfactory volume. 
Sales indicate demand for better shoes. First black, 
second blue, third—shades of beige family. 
showed increasing favor as Easter approached. ‘Ties 
and pumps most popular types.” 


‘Satisfactory Volume in Wheeling” 





Grays 


MAY SHOE COMPANY. 


FLASH: 


“We would say that since the first of April our 
trade has been very much better and the thing we are 
selling is blue, black and blonde ties and pumps. We 
are very much encouraged from the conditions under 
which we are now operating.” 

GILMER MOORE COMPANY. 





“Charlotte Much Encouraged” 


FLASH: ‘Old Spirit Reviving—San Jose” 


“Period preceding Easter showed encouraging tend- 
ency toward reviving the old spirit of dressing up 
for this occasion. Particular desire apparent for 
bettef than average quality. Whites sold heavily, 
with corosan second due to warm weather. 
mostly sandal effects. Gray is still selling.” 


HEROLD SHOE COMPANY. 


Patterns 


FLASH: 


““Pre-Easter business not up to previous year. In- 
clement cold weather great handicap this season. In 
ladies’ shoes, white leather in great majority. Pumps 
and oxfords, punched patterns, very popular. 
next in demand. 
also white—many punched patterns. 
dence greatly improved.” 


“Cold Weather Handicap—Shreveport” 





Blues 
Men’s oxfords, two-tones and black ; 
Public confi- 


PHELPS SHOE CO., LTD. 
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FLASH: “20 Per Cent Increase—Minneapolis” 


“Last 10 days 20 per cent increase over year ago. 
test selling materials: kid for dress, elk for sports. 
Best-selling types: oxfords, pumps, then straps. Col- 
ors: black first, then blue, gray and beige. Feeling 
here is that business is now forging ahead and will 
continue to gain momentum. C. M. STENDALL 





FLASH: “Los Angeles Much Improved”’ 


“Business much improved. Gain over 1932. Keen 
demand for quality merchandise. Materials: kid, 
suede, buckskin and reptile. Colors: white very 
strong, followed by black, blue, brown, gray and 
beige. Patterns: one to four eyelet ties, pumps, step- 
ins, sandals. Sport types outstanding.” 





GUDE’S, INC. 


FLASH: “28 Per Cent Ahead in Frisco” 


“Our business for the 10 days preceding Easter 
28 per cent ahead of last year in pairs. Materials 
selling: white pig and buck first, black kid second, 
navy blue third, gray suede and kid fourth, brown 
kid fifth. Patterns are pumps, oxfords and front 
strap effects. Business conditions good. Roosevelt 
doing marvelous job.” 





FRANK WERNER COMPANY. 


FLASH: “Expectations Far Exceeded—Washington”’ 


“Easter business starting with April 1 far exceeded 
expectations. Much better than last year or the year 
before both in pairs and dollars. Gray and blue out- 
sold all other colors. Perforated oxfords and per- 
forated sand Js leading types.” 





B. RICH’S SONS. 


FLASH: “Dollar Volume Same—Springfield” 


“Easter dollar volume same as last Easter. That 
means more sales as average price per sale was less. 
This was disappointing as Easter in April should be 
well above Easter in March.” 





MORSE & HAYNES. 


FLASH: “More Better Shoes Sold—Madison, Wis.” 


“Easter business nearest former volume sinee last 
Spring. More better goods sold. Principal demand 
for gray kid; also substantial one for blue, with blacks 
steady. In materials kid seems best for dress, 
boarded leathers for general. Early demand for 
whites apparent. We are much encouraged.” 





APPLEBAUM MAUTNER CO. 


FLASH: “Better Than Last Year” 


“Our Easter business was better than last year. 
We look for improvements in the future. White and 
beige kid in pumps and ties are selling best ; also sport 
effects in white with black or brown trim.” 


IMPERIAL SHOE STORE, INC., New Orleans 
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FLASH: “Decided Increase in Newcastle, Pa.” 


“Business in our locality during the 10 days pri 
ceding Easter seemed to be fairly good, but we ex- 
perienced a decided increase in our own business over 
that of a year ago. Gray and blue kid were the 
predominating colors during this period, with gray 
far in the lead.” . 





DAVIS SHOE COMPANY. 


FLASH: “Easter Business Excellent in Erie” 


“Easter business excellent. Very much ahead o/ 
last year. Weather conditions very good except the 
last day, Saturday the 15th; but the day turned ou 
splendid. The leading shades and best sellers ar 
black, blue and gray in kid leather. Our experience 
in the last two weeks is a trend toward better mer 


chandise. TROST & LACEY 





FLASH: ‘Best Easter in Five Years” 

“Best Easter in five years. As compared with las! 
year—dollars up 12 per cent, units up 28 per cent 
Cash same and 65 per cent of sales. Charges up 40) 
per cent and 35 per cent of sales. Collections up 65 
per cent and 72 per cent of charges. Men’s medium 
to narrow, featherweight, ventilated, black calf-tip- 
ped plain wing, all white buck-wing-plain. Women’: 
black, blue, gray kid perforated step-ins—ties 17/% 
pig tee strap sandals.” 

MOORE’S FOOTWEAR SERVICE, Poughkeepsie, N. Y. 





FLASH: “Up 25 Per Cent—Cincinnati” 

“Easter business increased upward of 25 per cent 
over last year’s Easter. Outstanding sellers were two 
and four eyelet oxfords, continental heels; black, 
blue, gray kid in women’s, Conservative oxfords 75 
per cent black in men’s. White and sports in chil- 


dren's. POTTER SHOE COMPANY 





FLASH: “Wonderful Since April Ist” 





“Since the first of April business has been wonder- 
ful and possibly more than we could expect. Now 
we are comparing pre-Easter sales against sales 0! 
last April and you know last year Easter came in 
March, but we are much pleased and the weather 
condition has added greatly. 

“The styles are running to pumps and low ties 
with 17/8 blvd. heels as the predominating height 
and style. Black, blue and gray kid and let me add— 
brown—as we find a very decided continued deman( 
for brown. Inquiring at one of our popular read) 
to wear, we find that dresses, suits and straw hats ar: 
running strong to brown, and brown and beige con: 
binations and trims. It looks as though it was goin: 
to run that way all Summer.” 


SAGER & JULEY, Green Bay, Wi. 
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In Fact, Government Is Now the Dictator 
of Business 


[iflation is coming. Commodity prices 
have already risen in anticipation of it. It is reason- 
able to assume that the use of government credit will 
stimulate Federal public works and Federal loans to 
states and municipalities to make work. In the 
battle between the budget balancers who want to 
“save for prosperity” and the work-makers who 
want to “spend for prosperity,” the next three weeks 
will tell which will be the victor. 

Present indications are that government has stepped 
in and become the first force in business. All trend 
charts and business statistics are useless when the 
outside force is government credit. For that reason 
we believe our Washington survey is of more im- 
portance than any other factor of news within the 
trade today. If government is controlling, dominat- 
ing and dictating in finance, its actions play a part in 
the amount of purchasing power that can be expected 
for footwear and shoe store supplies, as well as every 
other retail commodity. 


*x* * * 


The forthcoming conference in Washington on 
international economic matters is of transcendent im- 
portance to this country and to the world. The very 
fact that the conferences are to be held and that the 
United States is offering definite leadership in the 
effort to break down trade barriers is more encourag- 





ing from the world trade standpoint than anything 
that has happened internationally. 

Secretary Hull put the whole matter in a nutshell 
when he said that this country had been one of the 
leaders in the policy of economic nationalism. That 
policy has disrupted world trade and has been a 
prime factor in deepening the depression. This 
country is logical leader in the move to change con- 
ditions and bring about some sanity in international 


trade relations. 
* ok * 


The Farm Bill will become law next week and 
will give tremendous powers to the Secretary of 
Agriculture Wallace and the Administrator, George 
Peek. Increase in grain prices preceded the Gov- 
ernment’s crop report. The action of the grain mar- 
ket strongly indicated a leak somewhere, but every- 
one was so glad at the market rise that the tip-off 
was forgotten. Even the Farm Board was selling 
its wheat before the report was made public. This 
is one of the most optimistic trends of the time. 

i oe % 

Difficulties are in the way of the 30-hour week 
Labor Bill. Hundreds of manufacturing organiza- 
tions have rushed to Washington to show why it is 
impossible in their specific fields to operate six hours 
[TURN TO PAGE 38, PLEASE] 
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Department stores and the larger shoe stores 

in New York and other big cities fairly 

outdid themselves in preparing attractive 

advertising for the pre-Easter retail selling 

season. The ads shown here and on the 

following page furnish some __ striking 
examples. 
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—_ shoe advertising reached 
a new peak in New York and other big cities of the 
country in the week preceding Easter. It was a 
noticeable fact that the department stores were the 
largest users of big space for footwear style promo- 
tion, and in this fact the specialty shoe stores should 
read a warning of the necessity of effective news- 
paper publicity if they are to hold their own in the 
gruelling grind of competition for those elusive con- 
sumer dollars. Promotion, publicity and effective dis- 
play of merchandise are the sharp-edged weapons oi 
today’s economic warfare, and he who permits him- 
self to be disarmed must face the almost sure pros- 
pect of defeat. 

Style appeal dominated the advertising of the fort- 
night before Easter, with price for the moment 
relegated to second place 
in view of the strong tendency to overplay price that 
has been so evident in all sales effort since the first 
of the year. It would be a hopeful sign if this re- 
born fashion interest could be nursed along at least 
until the sale period, which normally should mean 
midsummer. 





a constructive development 


Bu here again the 
special shoe store faces another danger from depart- 
ment store competition, for in the department store 
merchandising policies are made in most instances 
by merchandising men who fail to realize the peculiar 
problem of the shoe store. Therefore it will be by 
no means surprising if the period after Easter sees 
another price drive to clear Spring stocks at any 
cost. 

All the more reason why shoe stores should come 
forward with convincing arguments to sell the public 
at a profit, using the most effective arguments that 
can be employed in getting more shoes sold right. 
It was precisely for this purpose that Boor AND SHOE 
RECORDER sponsored the nation-wide promotion of 
Foot Health Week, whereby the shoe store, after 
the fashion flurry of Easter time, comes forward 
with a strong sales message directed straight to those 
millions of consumers who buy shoes for fit, com- 
fort, service and foot health. And, following this 
constructive promotion, we now direct next month’s 
selling emphasis to the Summer season and the vaca- 
tion period through National Sports Shoe Week, 
May 22-29. In a period like the present, it is only 
through constructive selling argument, carried out 
on a community scale with cooperative publicity, that 
the buying habits of consumers can be directed into 
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channels that can produce profit for the merchants, 
individually and collectively. 

Meanwhile the shoe stores can learn much from 
study of the high-grade type of advertising which 
the department stores, apparel shops and larger spe- 
cialty shoe stores are using to focus the attention of 
customers on the attractive footwear of today. This 
is a period in which competition is not only between 
stores that sell shoes, but between the many and vari- 
ous claimants for the limited number of dollars at 
the command of those who possess the power to 
buy. To sell shoes it is necessary to make shoes in- 
teresting and to make them so desirable that there 
is born in the customer’s mind the compelling urge 
to own. Advertising that dramatizes merchandise in 
terms of use is most effective. The utmost degree 
of attention must be given to every detail of layout, 
copy and illustration. 

All these things are at the disposal of the larger 


“stores, which can employ the services of an adver- 


tising expert and spend money freely on illustrations, 
art work and engravings. But how about the smaller 
store that has no such facilities at its disposal? Must 
it abandon advertising altogether or use a less effec- 
tive type of ad which will suffer by comparison with 
the smart copy and artistic layouts of department 
stores and the larger shoe stores. 


Here, indeed, is a 
real problem, but happily it is not a problem that 
cannot be solved by the average shoe merchant if he 
is possessed of the qualities of imagination and re- 
sourcefulness which every successful merchant today 
needs to have. The small store may not be able to 
employ an advertising agency or a skilled copy and 
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layout man, but it has other resources at its disposal. 
It has, for example, the great variety of dealer helps 
which are being supplied today by progressive manu- 
facturers to the merchants who sell their shoes. These 
include suggestions for retail advertising, cuts and 
engravings both of shoes and the illustrative mate- 
rial needed to make ads attractive, mats that can 
be cast by the stereotype room of the average news- 
paper, direct mail advertising material of many kinds 
and window display material to make an effective 
tie-up with the ads. 


li something more of 
an original touch is needed to emphasize the indi- 
viduality of the store, it is possible in most places to 
engage the services of a free-lance advertising man 
on a part-time basis to prepare copy and layouts and 
assume much of the responsibility for the technical 
end of the store’s advertising. There are so many 
advertising men whose time is not fully employed 
that it should be possible to form such an arrange- 
ment on an economical basis that will be agreeable 
both to the store and the ad man. This method of 
handling advertising is to be recommended because 
it relieves the merchant of most of the responsibility 
and leaves him free to devote his time to other work. 

Cuts and illustrations are often available through 
the advertising department of the newspaper, and the 
newspaper advertising man who contacts the store can 
often make helpful suggestions as to copy and lay- 
out. By taking advantage of all of these various re- 
sources it should be not only possible but compara- 
tively easy for the average store to make its news- 
paper publicity creditable by comparison with that 
of the big stores and resultful from the standpoint 
of sales. 
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THE EDITOR'S OUTLOOK 


MME Milian 


Editor 














Surpassing all other forces 
the government now plans to coordinate finance, in- 
dustry, agriculture and social progress. It was in- 
evitable that emergency legislation, designed to “hold 
the line” would actually serve only as a temporary 
measure. The economic debacle however was averted. 
Now the real objective of the administration is to 
restore normal business conditions, put people to 
work and promote domestic and foreign trade. 

The government now realizes that it cannot de- 
pend alone upon a plan of public works (even if it 
spent five billion dollars for that extra effort) to 
create purchasing power. The government now con- 
tends that private industry must mobilize under the 
government for expansion in the production of ar- 
ticles and materials in normal demand. Government 
work is not sufficient to reduce unemployment or to 
largely increase new purchasing power. Private in- 
dustry must now be put in a position to make work 
and thereby create new purchasing power. 

The government also realizes that the present eco- 
nomic plight of the United States was chiefly, if not 
wholly, created by our mechanism of finance. That 
money system of credit and banking is part and 
parcel of the industrial and agricultural creation of 
national wealth and national income. Therefore the 
first correction is of the mechanism of finance. In 
a few weeks the second correction of agricultural 
production and distribution will be attempted. Quite 
naturally, the third line of improvement will be along 
the lines of regulation and control of industry. 

Roughly speaking, our entire population may be 
divided into two great categories: (1) The great 
majority of the people who derive income primarily 
from work performed ; that portion of the people who 
are paid for what they do. (2) A small minority of 
the people who derive income chiefly from invest- 
ments; that portion of the population who are paid 
for what they own. The ratio of these two categories 
may be as low as 95 to 5; or possibly higher than 
99 to 1. 



































Industry Must Put House in Order 





Now the government feels that private business 
must be made responsible for resumption of manu 
facture thereby creating consumption. 

Certain types of industry under the new plan woul! 
be reassembled and regulated by a government 
agency to see to it that it is working, not shirking its 
obligations of making and selling. Competition woul 
be controlled. Hours of work and minimum rates oi 
pay would be fixed, and some go so far as to say that 
the government ought to guarantee manufacturers 
against loss in resuming or increasing the manufacture 
of prescribed articles and materials. 


The government now says 
it is time to resume action all along the line so that the 
movement forward will create purchasing power. I/ 
the order is given to resume manufacture, then private 
employment in factories and in retail establishments 
will increase. This will, in turn, give purchasing 
power to those privately as well as those governmental 
ly employed. The real objective of the administration 
is to restore normal business conditions and put the 
majority of people to work so that the burden of resto 
ration will jointly rest upon private business and the 
government. There may be some form of govern- 
ment stimulation to private business to start the move- 
ment forward. 

The entire plan is very reminiscent of the War 
Industries Board, which shoemen will remember was 
on the point of trying the noble experiment with 
shoes. But for the Armistice, the shoe industry 
would have been made the guinea pig of experimenta 
tion, in which regulation would have taken the place 
of rugged individualism. 

The importance of this movement is its possible 
relationship to an industry so fundamental and neces- 
sary as shoes and leather. It would be almost natural 
to try and experiment in that field, particularly in 
view of the fact that shoes have been spotted ever 

[TURN TO PAGE 51, PLEASE| 
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180 YEARS 
accumulated experience 
ask you: 

WHY EXPERIMENT? 


Back of the O S I line of 
Modern Orthopedic Footwear 
is an accumulated experience 
of 180 years in the designing, 
making, and selling of health 
shoes. 


GROUND GRIPPER Shoes—The 
original flexible arch shoe famous 
for 25 years as the only shoe pos- 
sessing all the features necessary 
to relieve foot ailments. 


CANTILEVER Shoes—This is the 
famous shoe with the flexible arch 
and scientific features that for 20 
years has combined unfailing 
comfort with good looks. 


PHYSICAL CULTURE Shoes— 
Known for 55 years to thousands 
of “hard to fit” women for the 
restful comfort of their built-in 
ae and the modishness of their 
ines. 


DR. KAHLER Shoes—Noted since 
1853 as the shoes of the Five 
Famous Features. Successfully 
combine smartness of appearance 
with lasting, satisfying comfort. 















THe 


FOOT 


HEADQUARTERS 


MODERN ORTHOPEDIC FOOTWEAR 


25 


one health shoe 


can do an honest job 
for every type of foot 


Why? Because from 180 years 
accumulated experience in the 
manufacture and sale of Or- 
thopedic Shoes we know that 
feet are as different as faces 

that there are different 
structural types of human feet 
and that no one health shoe 
is equally adapted to all types. 


58 out of every 100 persons in 
the United States are logical 
prospects for some form of 
health footwear. But neither 
you nor any other retailer can 
ever get your share of that 
vast. market with only one 
health shoe alone. It’s been 
tried. But it never has worked. 


The Orthopedic Shoes, Inc., 
plan does work. Through the 
linking of four famous non- 









MARK 


ALTH 








ORTHOPEDIC 


conflicting brands of health 
shoes . . . Ground Gripper, 
Cantilever, Physical Culture, 
and Dr. Kahler . . 
distributing organization, shoe 
retailers can get their share of 


. into one 


the business that is waiting to 
be had, by equipping them- 
selves to care for all types of 
feet. Every week more of 
them are doing it. 


Orthopedic Shoes, Inc., pro- 
vides a type of shoe for each 
type of foot. Trains your sales- 
people to fit shoes correctly to 
feet. Furnishes merchandising 
assistance of tested worth. And 
so makes it possible for you to 
become in fact the Foot Health 
Headquarters of your com- 
munity. To build, with Mod- 
ern Orthopedic Footwear, a 
profitable, year - in - year - out 
business free from all the risks 
of novelties. 


An impressive group of deal- 
ers are already successfully util- 
izing this plan. If the idea ap- 
peals to you, write us at once. 


SHOES, Inc. 


9-11 East 37th Street 


NEW YORK 
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THIS CERTAINLY SELLS 


AM RNS: 9 a 
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OMY I 


IN A BIG WAY! 


LOSE to 30 million people these people that a long-wearing 


-—7 million families—see sole means a long-wearing shoe— 
and read the advertising in and that no sole ever built can 


THE SATURDAY EVENING POST, outwear Goodyear Wingfoot Soles! 


LIBERTY, and COLLIER’S every week. 
: That’s something that everybody 


And these three magazines are ay understand — and with the 


a 


{| dvertising the ECONOMY of Good- power of this advertising campaign 
hl Wingfoot Soles. behind it, it’s something that 
H gain and again, these magazines makes it profitable for you to 
I arry this advertising into the feature and sell shoes with these 





homes which buy from you—telling _ advertised soles. 
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A Community Campaign for 


Cooperative Sport Shoe Section Has 


F irst the teaser ads and 
then the four-page SSS (Sport Shoe Section) of 
style news and ads—plus a lively “distribution pa- 
rade” early Monday morning. What a program of 
advance advertising for Sport Shoe Week. 

Everybody will know about Sport Shoe Week, be- 
cause nobody can miss such a barrage of publicity. 
Then add the cooperative style show—stcre window 
and interior displays—follow-up ads, articles, con- 
tests. What a program! What a chance for extra 
profit through extra pairage at the season’s start. 
What an opportunity to tell ’em and sell ’em—to 
make the whole community keen to MAKE THE 
CHEERFUL CHANGE TO SPORT SHOES! 

First, the Sport Shoe Week committee chairman 
should call a meeting, outline the plan given in this 
article (with your own variations) and secure pledges 
of the amount of space each participating store will 
take in the Sport Shoe Supplement. Having a dummy 
of the section made up to show clearly what is in- 
tended—also to write in the names as space is 
pledged. The price should cover teaser ads, the sup- 
plement, and the distribution parade expense. 

The teaser ads should appear in several places in 
the paper for several consecutive days ahead of the 
supplement. If you have no Sunday paper, change 
the teasers to read “Saturday” instead of Sunday. 
You can readily add to the suggestions given for 
Sport Shoe Section teaser ad copy. 


The sport shoe section 
should be four pages. If you can’t get four full- 
sized pages of news and ads, have a four-page sec- 
tion made of two pages by printing across the pages, 
allowing usual margins, so it will fold to make four 
tabloid-size pages. But try, by all means, to have a 
real section of four full-sized pages. This is a big 
event, and deserves doing in a big way to make it 
particularly impressive. It’s too big an opportunity 
to sacrifice by half-way measures. 

Have enough extra Sport Shoe Sections printed 
for general distribution by those in the “Distribution 
Parade” to be held early Monday morning. 

The Sport Shoe Section—first page—should carry 
news and style stories: “(Town Name) Merchants 
Celebrate National Sport Shoe Week, May 22-29— 


Big Possibilities for Publicity and Profit 


Window Displays of Unusual Interest—Men Take 
to Sport Shoes—Mayor Speaks—Sport Shoe Styles 


Smarter Than Ever (illustrated with one shoe 
from each store)—Play and Style Show to Benefi: 
Unemployed Will Be Given by Theatre Guild.” These 
headings suggest some of the articles that can be 
used. Some of them will “carry over” to other pages. 
Other articles, also photographs of local sports clubs, 
etc., will add reader interest to the other three pages, 
which should be given over mostly to the Sport Shoe 
Week ads of the stores. 


Your local paper will 
cooperate in planning and preparing this section, but 
you must be sure that merchants solicited for ads thor- 
oughly understand it is a promotion plan of the mer- 
chants, and not a “space selling” scheme of the news- 
papers. This is very important! That’s why we sug 
gest ad-solicitation at a merchants’ meeting or by 
your Sport Shoe Week committee, rather than news- 
paper men, although they should be encouraged to 
help in planning ads and making up “dummy layouts” 
of the section, showing headlines of articles planned 
and ad spaces, to use in selling space. 

The “Distribution Parade” is a great piece of pub- 
licity—one you should not overlook. It should be 
held early Monday morning, so as to catch the peo- 
ple at home, or on their way to work. 

Arrange ahead for a truck and band to lead the 
parade. Also for as many cars as can be furnished 
by the merchants, and their friends. These can be 
in two groups—the distribution cars and those that 
only parade. 

The truck should be decorated with bunting (the 
chosen Sport Shoe Week colors, as used in window 
displays) and signs. “Sport Shoe Week May 22-29" 
and “Make the Cheerful Change to Sport Shoes” 
should be prominent on truck and all cars. If a dec- 
orated float or two, or boy and girl scouts or local 
sports clubs delegations can be enrolled, so much the 
better. Supply each car with needed signs or ban- 
ners, so they can be put in place ahead of time. 

A place of meeting should be chosen, and every- 
body notified to be there with cars and occupants at 
7 or 7.30 a.m. The writer once had a list of partici- 

[TURN TO PAGE 34, PLEASE} 
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Brother, Sister, Mother, Dad 
The Whole Family will be glad! 
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BRINGS BIG NEWS 
OF A BIG WEEK 
FOR EVERYONE : 


(See /t Sunday) 
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Here is an excellent example of the very latest technique in window display, combining a clever advertising phase that ties up with the 


window poster. 


In addition to this, we have, as part of the background, a series of shelves and a platform on which to display shoes and 
ift them up well within the range of vision. 


The tennis girl is all in white, to accent the white and white and colored sport shoes on display. This figure would look especially well 


if cut out of felt and cemented on a panel covered with black felt or duvetyn. 
Keep this design in black and white. 


felt and cut out felt leaves. 


The border design in leaf pattern is of strips of black 
This entire decorative treatment can be done in paint or cut-out 


paper if preferred. 


Put Summer Urge in Sport Shoe 


Windows « 


Sport shoes are already being 
featured in window displays along Broadway, and 
it’s the week before Easter as this is written. Shoe 
stores can scarcely expect to sell men’s brown and 
white and black and white combinations, for example, 
this early in the season, and they are being prominent- 
ly displayed in windows more for the purpose of 
building up an early interest in footwear of this 
description than with the expectation that many actual 
sales will result. 

While this early interest in sport shoes can be 
taken as an indication of the confidence merchants 
have in a big sport shoe season, we are inclined to 
believe it is several weeks too early to start a sport 
shoe promotion in the Northern sections of the coun- 
ty, for at least two reasons. 

In the first place a premature push on sport types 
will tend to edge brown oxfords out of their proper 
and normal selfing,\season, which we beliéve is early 


And Time Displays to Coincide 
with Opening of Outdoor Season 


Spring, and especially the weeks just following 
Easter. If this happens the man is likely to buy 
sport shoes to replace the black oxfords he has been 
wearing for winter, the shoe store is likely to lose a 
potential sale of a pair of brown oxfords and the 
merchants will find themselves overstocked with 
brown footwear a little later on. Then there is the 
danger that many stores may put brown oxfords, 
and blacks as well, on clearance at the beginning 
of the Summer selling season, thus further demoraliz- 
ing the retail price situation and destroying the 
chances of profitable merchandising through the 
months of May and June. 

The Recorper’s advice to merchants in the north- 
ern parts of the country is to concentrate their sales 
pressure on the promotion of brown oxfords for sev- 
eral weeks after Easter, and then to launch sport 
types of footwear through an intensive promotion 
about the middle of May, this promotion to reach its 
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SUEDE KID 


No doubt about the sweeping victory of White. It 
is accepted for the coming months, Hand in hand 
with White goes the high fashion note of suede 
finishes. Therein lies the secret for distinctive white 
shoes. The correct leather is VODE WHITE 
SUEDE KID—dazzling and pure in tone—light 


in weight but strong— and distinctive in character. 
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ALLIED «io company 


STANDARD KID DIVISION 


209 SOUTH STREET :: BOSTON, MASSACHUSETTS 
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The Right Shoe Gives an Added Zest to the Game 
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NATIONAL SPORT 
SHOE WEEK 

















IN THE 
FAMILY 




















An example of the popular panel and cut-out letter treatment. 


climax with National Sport Shoe Week, May 22 to 29. 
In other words, flash your sport shoe promotion be- 
fore the eyes of a receptive public coincidently with 
the seasonal promotion of straw hats and summer 
clothing, which will tend to give the sport shoe an 
added seasonal appeal. There is no escape from the 
fact that the seasonal urge, backed by favorable 
weather, is still one of the strongest factors in induc- 
ing people to buy apparel. You cannot successfully 
persuade men and women to buy apparel—or foot- 
wear—out of season, and the attempt to do so is 
foredoomed to failure. 

Our second reason for regarding with disfavor 
the premature promotion of sport shoes is found in 
our firm conviction that the sport shoe falls within 
that class of merchandise that can best be sold by 
dramatic, spectacular, well-timed promotion. The 
problem is to sell an extra pair of shoes, and the 
way to accomplish that is to come out with something 
sufficiently spectacular in the way of advertising and 
window displays to capture the imagination of cus- 
tomers and make them feel the urge to buy the extra 
pair. 

If we gradually accustom people to the idea of 
sport shoes, we detract thas much from the novelty 
and effectiveness of the appeal. We make them think 
of sport types in terms of just shoes. There is no 





A SHOE fpr 


FOR 
EVERY 


SPORT 


AND FOR 
EVERY ONE 


This window is especially easy to do, as all you need for accessory decora- 
tions are the sport items easily borrowed from a near-by sporting goods store. 


If the panels are in two colors, it will relieve the plainness of the background. White and tan, with black letters, would be good colors 
for this display. 
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compelling reason for buying them now because it is 
too early. Later on when they might win factor, pre- 
mature presentation will have caused them to lose 
their glamor, and they may be passed up altogether 
by many customers who would otherwise be inclined 
to buy them. The thing to do, as we see it, is to sell 
regular types of Spring shoes now, clean up Spring 
stocks after Easter, then launch sport shoes with a 
bang as the big thing for Summer and vacation time. 


lI, planning the window promotion 
of sport shoes, the Recorper therefore suggests that 
the first displays be prepared to appear about May 15, 
and that these be devoted to the building up of an 
interest preparatory to the big promotion of National 
Sport Shoe Week, May 22-29. We present herewith 
two suggestions for practical sport shoe window treat- 
ments, which, in the opinion of our display artist, are 
well designed to fulfill this purpose of a preliminary 
presentation in advance of National Sport Shoe Week. 
and which might advantageously appear on Monday, 
May 15. They are sufficiently flexible to meet the 
varying needs of different sizes and shapes of win- 
dows and, with modifications, can be adapted to the 
needs of individual stores. 

Additional display ideas for National Sport Shoe 
Week will appear in succeeding issues. 
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The sentiment of many shoe merchants is undoubt- 
edly expressed in those words. Large numbers we be- 
lieve, will conclude to do what the dealer proposes to 
do, who revealed to us his unfortunate experience. 
The course of personal protection to any tradesman is 
seen to lie in the direction of 


KISTLER BENCH BRAND 
SOLE LEATHER 


A. person can turn back when he finds himself on the 
wrong road but it is impossible to get anywhere by 
standing still. To specialize on this brand of sole 
leather—identified by a mark that has stood for square 
dealing for nearly a hundred years—is a move so 
promising in its money making possibilities, that no 
dealer should permit delay to retard. the realization 
of his opportunities. We will be glad to tell you what 
shoe manufacturers use Kistler “BENCH BRAND” 
sole leather—the wear-resisting and moisture-resist- 
ing tannage. Ask us for their names for the trading 
advantages it will give you. Don’t pay the penalty 
of poor sole leather. 






































ER LEATHER COMPANY 
KISTL BOSTON. MASS. 
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What Shoes for Sport Combinations? 


appeal to the top grade customers, it 
does not follow that they will be popu- 
lar with the average shoe customer. 

Many of these ensembles will be 
worn at the beaches and in town. In 
most cases these Summer suits are 
moderately priced this year and the 
average run of men earning a modest 
wage will be in the market for some 
such sort of an ensemble. What is im- 
portant to us shoe retailers is the fact 
that new shoes will be needed to com- 
plete his scenery. These Summer 
clothes are light and comfortable, so 
the oxfords must be selected to fit into 
this picture. Ventilated shoes in the 
popular price lines only will have a 
ready sale. 

About four types of shoes, carried 
right, of course, are all that are basic- 
ally needed to complete the stock. 

The brown full brogue wing tip, in 
several toes, should comprise about 85 
per cent of the stock. About 10 per 
cent in combinations, such as buck with 
brown calf, elk and brown, etc., and the 
5 per cent balance in all brown buck 
and the ventilated types. This pro- 
gram should also be carried out in the 
price ranges. In our price range, which 
runs from $5.00 to $10.00, we will 
carry about 85 per cent in the popular 
prices as $5 and $6; 10 per cent in the 
medium price range $7 to 8; and the 5 
per cent balance will be in the top grade 
at $10. This same proportion will be 
found apparent in the clothing depart- 
ments and it is important that all these 
elements tie up so as to reduce to a 
minimum all chances of gambling with 
models and leathers, so as to minimize 
the left-overs. 

An analysis of this sort is necessary 
to overcome the natural customer re- 
sistance which is apparent in the ma- 
jority of cases. It is therefore of prime 
importance, not only to have the stock 
balance so that the right shoes will be 
in the price brackets where the volume 
business will be done but they must 
also be so styled so that they will be 
easily sold. 

The promotions, advertising, etc., 
should be tied up with the window dis- 
plays, which should feature the com- 
plete ensemble. Signs in the furnish- 
ings should draw attention to the cor- 
rect shoes and accessories. Our sales- 
people, through regular meetings, will 
be advised as to the trends in the Sum- 
mer type clothing and will be instructed 
as to the types of footwear to recom- 
mend to their customers as appropriate 
with the outfit in question, so that they 
can speak with authority. Care will be 
taken, when instructing our salespeo- 
ple as to the correct type of footwear 
to recommend to the particular type of 
customer that he is serving at the time, 
because it can readily be seen that if 
his prospect is a younger man who will 
wear his sports type of clothes more 





[CONTINUED FROM PAGE 15] 


H. H. KAYE 


often than the “week-ender,” he should 
be sold the type of shoe that will give 
him more service rather than the bit 
more extreme or fragile type of foot- 
wear such as buck-skins (which will 
in all probability appeal to the once in 
a while wearer). 

Illustration No. 1 represents a popu- 
lar all-brown buckskin (or reversed 
calf) oxford which will be a wanted 
shoe by the better grade customer; and 
as we explained before, should com- 
prise but a small part of the regular 
stock. 

Illustrations No. 2 and 4 should make 
up the big bulk of the stock. They rep- 
resent several different shades of 
brown calfskin in two different last 
models. The full brogue, pink and per- 
forated medallion tip oxford (No. 2) 
will appeal to the.younger type of man 
and No. 4, built on a medium broad-toe 
last, slightly plainer, with no medal- 
lion or pinking, will suit the more con- 
servative man and the one interested in 
a roomier toe shoe. 

Illustration No. 3 is a combination of 
pigskin and calfskin and can also be 
detailed in many different ways, such 
as buckskin with brown goat, elkskin 
with tan calf, etc. 

Whether or no the thirty-hour week 
legislation prevails, the fact remains 
that you are going to see and sell more 
sports clothes than ever before. It is 
up to every one of us, as shoe buyers, 
to analyze our own particular selling 
proposition. Although the majority of 
these sport clothes will probably be 
worn at beaches and in the country, 
no doubt a great many will wear them 
for business purposes. This fact 
should be enlarged upon by the shoe 
stores so as to foster the sale of the 
proper types of shoes that will be 





needed to harmonize with these ep. 
sembles. 

This tremendous interest in sports 
clothes will have a definite influence jp 
the increased sale of lighter colore 
shoes, which is always a valuable extra 
pairage possibility.. This doesn’t mean 
just a pair of brown shoes, or grey 
shoes; but it does mean the right shoe 
for the right purpose at the right price. 


A Community Campaign 
for Sport Shoe Week 
[CONTINUED FROM PAGE 28] 


pants and a special telephone operator 
with a list, who called one number 
after another, to tell them to get up 
and get going. All were telephoned 
about an hour or so ahead of the meet. F 
ing time, and they were all there— FP 
thirty cars with two or three people | 
to each car. 3 

Cars of the distribution group should | 
have a driver and two distributors (at | 
least) to each car; and the community | 
should be divided into sections so | 
each driver will know exactly where 
he is to go. Nearby towns and coun- 
tryside can be included in plans for 
distribution. 

After loading in the supplements to 
be distributed in their allotted sections, 
the drivers should pull into the parade 
line; the main streets and residential 
section can then be covered by the en- 
tire parade, being careful not to move 
so fast that any one could fail to see 
the parade. As the parade ends, the 
distribution cars may leave for their 
allotted sections. Except for those who 
go out of town, all should be through 
and back at their stores before very 
late in the morning. 

Plenty of noise makers, and signs 
for every car should be provided. The 
cost of the distribution parade is not 
great, but it will get the attention of 
everyone. The band, truck and signs 
cost less than the normal charge for 
distribution, usually. We made the 
signs with eyelets and ropes so that 
they were used in strategic places all 
around the town and roads leading to 
town, after the parade. Soft rope was 
used, so as not to scratch the cars; the 
signs were on regular sign cloth, and 
lettered with oil paints to prevent run- 
ning if they got wet. 

Sport Shoe Week is your big oppor- 
tunity to launch the Summer season 
with a bang! To get early, profitable, 
extra sales and have the whole season 
ahead in which to profit through mak- 
ing the entire community Sport Shoe 
conscious—so that they will want to 
“Make the Cheerful Change to Sport 
Shoes.” 

Your enthusiasm must be great— 
your effort 100 per cent. A half-hearted 
promotion of Sport Shoe Week will not 
win for you! Do it right. Cooperate! 
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town 
Shoes 


FOR THE MAN ABOUT TOWN 


CSE 


























‘i Uptown style is a 


favorite with business and profes- 


sional men everywhere. It knows 
no season and is a steady seller; 
probably one of the most prof- 
itable shoes on the shelves of Hbaiantspcestie! hs 


Last, AAA to E Widths, sizes 
our dealers today. Price $3.15 


ROBERTS,JOHNSONS RAND 


Branch of International Shoe Co 


ST. LOUIS, MO. 


PROFITS COUNT 


It might surprise you to know that in 1932, one of the most difficult years for everyone in 
business, the group of independent retail merchants operating under our Merchants Service 
Plan, as a group, actually made a profit. May we have an opportunity of explaining the 
many advantages of this plan to you? If so, write or wire our Merchants Service Department. 
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The Glendale 


No. 787—Made in White 
Pig, 1582 Last, 
15/8 Cuban Heel. 
—$2.65 


No. 788—As above except 
White Buck. 








No. 803—White Pig Cutout Oxford, 

built over 1681 Last, 16/8 
Cuban Heel.—$2.65 

. 804—As above except Brown 
Velvet Pig. 

. 805—As above except Blue Vel- 
vet Pig. 

. 806—As above except Beige Vel- 
vet Pig. 


No. 774—White Pig Cutout Ghillie 
Tie, built over new modi- 
fied round toe 1582 Last, 
15/8 Cuban Heel.—$2.65 

No. 775—As above except Tan Calf. 


THEY COVER THE FIELD 


Dyer & Hall advance Whites cover the field fr 
every angle. You will find them right in ev 
way. Right in Style, Right in Fit, Right in Q 
ity, Right in Price and Right IN STOCK. AA! 
to C—1 to 9. 


The demand for Whites is already under way 
cash in on it with these New, Smart, Dyer & 
Styles. 


The Sheron 


No. 789—White Kid Cutout Pump, No. 807—White Kid T-Strap, 

built over 1881 Last, 18/8 over new modified 

Louis Heel.—$2.50 toe 1985 Last, 19/8 
Heel.—$2.65 





FITZ-ON 


A profit paying feature on all 
DYER & HALL shoes. Retailer 
after retailer writes enthusiasti- 
cally about the extra profits and 
selling momentum which this 
replaceable top-lift adds to 
Dyer & Hall shoes. 





TOP LIFT 


Women like the Fitz-On Top- 
lift on sight. And, too, it bring: 
them back for replacement top- 
lifts and extra sales. 








When writing advertisers please mention Boot and Shoe Recorder 
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The Orchid 


IN STOCK 
AAAA to C—1 to 9 


* 


WHITE 


) RIGHT NOW IS THE TIME Ne 


ld fromiifere, there and everywhere, women are asking 
in eveifor White Shoes. Now is the time to buy them. 
in Qui iylists are unanimous in predicting a big White 
“eason, so why take a chance on losing White 
ales and White profits? Check over these amaz- 

ng Dyer & Hall values and mail your order today. No. 785—White Kid Perforated One- 

ew Catalog of complete line now ready. Ask Last, 18/8 Continental Heel 


or it. 
>» The Coronet 


we” «No. 776—Made in White 
- Kid, 1881 Last, 
zs 18/8 Louis Heel.— 


50 
No. 780—Corosand Kid. 
No. 786—Blue Kid, Conti- 
nental Heel. 
No. 808—Blue Velvet Pig. 
No. 763—Patent Leather. 





pessmtonserate as 
ao , 
i , No. 764—White Kid Step-In, built 
, over 1881 Last, 18/8 Louis 


Heel.—$2.50 
jo. 765—White Kid One-Strap, built = 
over 1681 Last, 16/8’ Louis sorte yg gy ye No. 767—White Kid Woven Leather 
Hee!l.—$2.50 White Stitching Buckle Step-In, built over 
’ 1881 Last, 18/8 Continental 


jo. 752—As above except Cuban No. 723—As above except Brown Kid 
Heel, with Beige Piping and Heel.—$2.50 
Beige Stitching. No. 768—As above except Dull Kid. 
No. 734—As above except Blue Kid 
with Gray Piping and Gray 
Stitching. 


When writing advertisers please mention Boot and Shoe Recorder 


























The Answer to— 


IS IN EVERY BOTTLE 


SHU-MILK 


A GIANT NATIONAL NEWSPAPER 
ADVERTISING CAMPAIGN in 104 leading 
cities will acquaint MILLIONS of people with 
SHU-MILK—bring them into YOUR store! 


Display and Feature SHU-MILK—America's BIG- 
GEST. SELLING white shoe Cleaner—during a 
GREAT WHITE YEAR. 


CONSUMER DEMANDED—A GREAT REPEATER 
—MORE PROFIT! 


DOUBLE-MONEY 
SPRING DEAL 

ff} (March |-June 15 only) 

| 3 doz. SHU-MILK 


@$1.75 $5.25 
6 bottles FREE 

? Resale Value $10.50 
ORDER TODAY 


through your WHOLESALER 
He will also supply 
attractive DISPLAYS 


ii~y, ; 
E16 F 


| WALTER JANVIER, Inc. 
NEW YORK, N. Y. 


National Distributors for 


NEW PACKAGE = Shu-Milk Products Corp., Orange, N. J. 
adopted 1933 
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More - Government 
in Business 


[CONTINUED FROM PAGE 21] 


a day, five days a week, per shift. One industry 
pointed out that loom fixers and spinners repre. 
sented a highly skilled class of labor, so limited in 
number that the mills could not operate on the 
shorter hour, shorter week basis. The delegation 
received a recoil, however, when shown the actual 
wage and hour figures of the workers held up as 
an example. 

The 30-hour week Labor Bill, as now written, will 
not be finally voted. Its only function is to spread 
the work. It would certainly disrupt seasonal busi- 
ness. Now Washington fears that President Roose- 
velt may order a 30-hour week for Government per- 
sonnel, with corresponding decrease in income. 


* * * 


Beer is selling in far greater quantities than any- 
one anticipated. The demand for equipment, trucks, 
barrels, bottles and all the machinery of production 
has been the bright spot of April. Hops are hopping 
in price the world over. Beer has stimulated many 
businesses. It has also brought about a feeling that 
perhaps beer is enough for the American palate and 
that no further action is needed. 


* *K * 


The automobile industry is noting a substantial 
Spring rise and is in a much more optimistic frame 
of mind thar a month ago. 


* *«* 


Building experts believe there is a chance for a 
rebound in that industry and large construction or- 
ganizations see possibilities of new bridges, tunnels, 
subways, highways and municipal projects. An un- 
usually large amount of heavy construction scheduled 
for contract award in April will probably make the 
month the best so far this year for the construction 
industry. Large projects scheduled for award in 
April include the San Francisco-Oakland Bridge, 
five tunnels on the Colorado River aqueduct, the 
French slum clearance development on the lower 
East Side of Manhattan, part of the Jones Beach 
development on Long Island, and three large bridges 
at Richmond, Va. 


* * x 


Steel interests are cheering the possibilities of a 
big navy program because it is known that Secretary 
Swanson is a big navy man. An eight-year naval 
shipbuilding program calling for approximately $060,- 
000,000 a year in new ship construction will be pre- 
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sented to Congress during its special session, accord- 
ing to Representative Vinson, chairman of the House 
Naval Affairs Committee. This program will include 
construction of three aircraft carriers, seven light 
cruisers, 85 destroyers and 23 submarines. Funds 
are available from unexpected appropriations to un- 
dertake at least the preliminary work of design of a 
number of ships. Further, the employment relief 
measure now before Congress carries a provision 
for naval work as a means of spreading employment, 
so that authorization of a strong naval shipbuilding 
program appears likely in the near future. 

Renewed activity in the transportation of oil by 
water during the past two months has brought prac- 
tically all serviceable tanker tonnage from the laid-up 
fleets into operation. A continued increase in the 
demand for tanker tonnage, coupled with the fact 
that over 50 per cent of the American tanker fleet 
is obsolete, is expected to bring orders for new oil 
tankers at an early date. Already greater activity 
in the construction of smaller type tank vessels, both 
self-propelled and barges, is noted. 


* * * 


The old order of things is gone. Shift your think- 
ing into the new pattern. Of necessity we are mov- 
ing into a social situation where government must 
take more and more in taxes, direct and indirect, to 
carry the major burden of sustaining a subsistent 
standard of living for millions of people. The rules 
for business will be different when every action is 
taxable. 


* * * 


The operations of the railroads may be improved 
tremendously under the new reorganization plan. It 
is expected that rates will be reduced, business on 
efficient roads increased and a thorough reorganiza- 
tion of transportation on a national plan of service. 
In this process owners of railroad securities must 
take losses in scaling down the bonds and stocks of 
all roads. 


* * * 


Dairy farming, which is far from being on a prof- 
itable basis, may result in cooperative marketing 
projects backed by the Government. Some form of 
price-fixing may develop. 

The opinion that the sale of legalized beer may cut 
in on the sale of ice cream is mere conjecture with- 
out facts to give it any possible basis. In the decade 
before national prohibition—1910 to 1920—the per 
capita consumption of ice cream increased 136 per 
cent. In the following decade per capita consump- 
tion increased 15 per cent. No one knows exactly 
what the future may bring forth, but as the rate of 
ice cream consumption increased during an era when 
beer was legal and decreased during an era when the 
beverage was illegal, the belief that the return of 
beer will hurt ice cream seems rather unsubstantial. 





“They Fasten With Prongs” 


CALLUS CUSHIONS 
MAKE ANY SHOE 
MORE COMFORTABLE 


Today, when most business is built on service, the dealer 
who renders greater comfort, better fit and real value (not 
so called bargains) is the man who is going to prosper. 


People don’t want shoddy merchandise. They are willing to 
pay for good merchandise and real service. 


CALLUS CUSHIONS are built on ideals involving the highest 
standards of merchandising: The best materials obtainable— 
workmanship not debased by depression or periods of deflation 
—a profit to everyone engaged in their distribution—and retailed 
at a price popular with the trade. They provide comfort 
unequaled by any other metatarsal pad, as they can be adjusted 
to the fraction of an inch in any type of shoe. 


ASK YOUR JOBBER—or, order direct 
Order by shoe size. 
$3.50 per dozen; retail 50c per pair. 


1145 EAST 22nd STREET 
Johnson Products, Inc. toianarotis. IND. 








MODERNISTIC PRICE TICKETS 


Any Assortment Desired 
Many More Designs in Stock 


SIZE: 1%” x 2%” 


24 Dozen 


CHECK WITH ORDER, PLEASE, UN 
LESS C.0.D. SHIPMENT IS PREFERRED 


A new green ticket is now ready for spring trims. Also, dis- 
tinctive display cards, produced monthly, that sell shoes and 
your service, assuring direct cust tact. Samples an 
details promptly submitted. 


Merchants’ Service Dept. 
BOOT AND SHOE RECORDER 


367 West Adams St. 
CHICAGO, ILL. 
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THE 


TRADE MARK 


SHOE 


Dir RR RGSS Re A RNG 


&\ 
4 


FLEXIBILITY 


An Outstanding characteristic of 
this modern and fashionable 


type of shoe for women. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 








Boot AND SHOR RECORDER 
Bom bining THE SHOE ReralLer, April 22, 1933 


—_— 


NATIONAL NEWS 


» HOW’S BUSINESS? ¢ 


—_—_—_— 


Finds Better Buying Trend 


BuFFALo, N. Y.—“I think that morally 
and spiritually our customers are a 
good deal better than before the bank- 
ing moratorium and that it is having 
some effect on trade,” declared R. E. 
Chamberlain, manager of the Stetson 
Shoe Shop in the Statler hotel building. 

“The energetic measures taken by the 
national administration and the return 
of beer have had a good effect. People 
have overcome their fears to a large 
extent. Today, I sold three pairs of 
shoes to a woman, two pairs to a man, 
both of them a few months ago prob- 
ably would have confined themselves to 
only one pair and made those last as 
long as possible. We are not yet on a 
plane of general prosperity but we 
certainly are making progress along 
the right lines.” 


Increased Shoe Production 


WASHINGTON, D. C.—The February 
production of 26,261,876 pairs of boots 
and shoes (other than rubber) was the 
largest monthly volume since October 
1932 and represented an increase of 
30.6 per cent over December 1932 (20,- 
095,836 pairs); 15.6 per cent over 
January 1933 (22,716,815 pairs); and 
1.2 per cent over February of last year 
(25,958,400 pairs). The production in- 
crease prevailed in all of the important 
shoe manufacturing states as compared 
with January output with the excep- 
tion of Missouri which was approxi- 
mately of the same volume in January 
and February. Increased production in 
February effected all classes except the 
athletic and sporting leather shoes and 
the part-leather and part-fabric shoes. 


First Two. Months 


During the first two months of 1933 
the production of 48,978,691 pairs. of 
boots and shoes (other than rubber), 





SATURDAY, APRIL 22, 1933 


represented an increase of 3.8 per cent 
over the corresponding period of 1932 
(47,183,587 pairs). Women’s shoes con- 
stituted 42 per cent of the total (20,- 
594,620 pairs) and boots and shoes for 
men and boys 24.2 per cent (11,854,465 
pairs). 





PRODUCTION OF BOOTS AND SHOES 
FEBRUARY, 1033 
PRODUCTION OF FOOTWEAR, OTHER THAN RUBBER 
1983 1982 AND 193) 
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Out of 48,978,691 pairs of footwear 
manufactured during the first two 
months of this year 23.5 per cent or 
11,527,088 pairs represented the output 
of Massachusetts shoe factories; 18.8 
per cent or 9,324,247 pairs that of New 
York; 12.8 per cent or 6,268,901 pairs 
the production of Missouri factories; 
7.7 per cent or 3,760,745 pairs Illinois; 
3,262,915 pairs or 6.7 per cent, New 
Hampshire; -and. 2,778,162; 2,560,245; 
2,486,855; 2,073,977; and 4,935,556 pairs 
the respective output of Maine, Wiscon- 
sin, Pennsylvania, Ohio, and all other 
States, reports Arthur B. Butman, 
Chief, Shoe and Leather Manufactures 
Division. 

The figures for the month of Febru- 
ary, as quoted in the Census Bureau 
survey, cover reports from 1086 fac- 
tories. 





EVERY WEEK 


Shoe Plants Busy 


MILWAUKEE, Wis.—The return of 
beer and the revival of public confi- 
dence engendered by the national ad 
ministration’s New Deal program has 
brought a decided pick up in the shoe 
manufacturing business here. Some of 
the companies have increased their 
forces and all are providing longer 
hours of work for employees. Heavy 
demand has made it difficult for man- 
ufacturers to supply certain lines. 
Prices are firm although some grades 
of leather have gone up. 

The Ideal Shoe Manufacturing Co. 
has been running full time with some 
departments on overtime. Ideal is turn- 
ing out about 4000 pair a day, employ- 
ing 500 workers. According to Hugo J. 
Bauch, vice-president, “business is a 
little better than last year and we are 
quite enthusiastic over possibilities.” 

A. W. Bush, vice-president of Nunn, 
Bush & Weldon, stated production at 
his plant was holding up well. Pro- 
duction has been stepped up to five 
days and 800 employees are turning 
out 3000 pairs a day. 

“There is a big demand for gray 
shoes and tanners have been caught 
short on gray kid leather,” Fred W. 
Callies, secretary-treasurer of the 
Fred A. Mayer Shoe Co. said. “They 
can’t supply it as fast as shoe man- 
ufacturers want it. There probably 
will be a big run on lines in white later. 
Our firm has been exceedingly busy 
and although our plant is running 100 
per cent capacity we are a little be- 
hind on orders, especially on grays.” 

There has been a spurt in buying 
from Huth & James Shoe Manufac- 
turing Co. and production has speeded 
up. 

Weyenberg Shoe Manufacturing Co. 
is running its plants at capacity, the 
first three months this year being con- 
siderably ahead of the same period a 
year ago. According to R. J. Dempsey, 
vice-president, the firm has employed 
more workers in 1933 than in 1932 
and has provided more hours of work. 
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Business in New England “Weather has not favored the pur- | ideal for wear with the new swaggy 
chasing of automobiles, although an in- | suits and tweed coats. 

BostoN—Seasonal increases in activ- | crease in demand has been reported by f «Ties and pumps continue the favo. 
ity took place in footwear and wearing | some of the higher-priced cars and a | ites for general wear, the strap ay 
apparel business in New England the | better call for second-hand automobiles. | sandals being reserved for formal an; 
past week, Dun & Bradstreet, Inc., said “Collections in department stores | dress wear exclusively. Some wii 
in its weekly business review. have shown an improvement and for | T-straps with much perforation ay 

“Shoe factories are busy on rush| February were 0.5 per cent better than | being sold for sports wear. 
orders,” it said, “as most labor difficul- | February, 1932.” Where shoes match the costume ip. = 
ties have been settled. Jobbers also are stead of giving a contrasting not — 
experiencing active call for novelty they are usually a shade or two darke; 
lines, particularly women’s gray shoes. » WH AT’S SELLING q instead of an exact match. 

Leather is somewhat slow, as manufac- Two-tone effects remain popular. 
turers have been unwilling to meet 
recent price advances. . . 

“Wool prices are 5 per cent to 10 Chicago Shoe Fashions > TRADE DOINGS 4 
per cent above last month and the Cuicaco—Gun metals are popular 
market continues firm, but there is prac- | as they can be worn with the various 
tically no activity. Deliveries on wool | vogue colors—blue, black and gray. : 
tops have been very light and little| Some simple models are in _ step-ins Has Novel Shoe Promotion 
new business was booked during the| with grosgrain ribbon bows in self- PROVIDENCE, R. I.—Several thousand 
week. Worsted yarns have been firm,| color. Some of these have perfora- | pairs of men’s, women’s and children; 
but buyers have not been inclined to/| tions, others come in plain effects. shoes were sold during the past te 
place orders, except at price concessions, Pigskins come in brown, blue and | days of the 39th anniversary sale 4 
which were not granted as a rule. There | gray, besides in black and white. They | the Outlet Co., the city’s largest de 
has been very little call for weaving | are lighter in weight than those of last | partment store. 
yarns. New England mills have been | season and are worn for tailored wear The gala event started off with, 
buying some cotton, principally short | as well as for sports shoes. Pigskin | radio broadcast entitled, “The Nations 
staple lines. A moderate amount of | can be cleaned with soap and water, | On Review” during which tribute wa 
orders for cotton cloths have been re-| it is said, which is a decided selling | paid to the various nationalities which 
ceived and prices generally firm. point in its favor. have contributed to Rhode Island prog. 

“A slight increase in sale of spruce White shoes have already sold well | ress. Announcement had been pre 
lumber is noted, but the business still is | beyond what were sold by the same | viously made that hundreds of thou. 
comparatively small. Building and en-| time last year is the report. The all- | sands of dollars’ worth of merchandise 
gineering contracts awarded make a} white shoe has been in the lead. | would be given away to those writing 
more favorable showing than for several | Leather and fabric are combined in | in and telling how they liked the broad. 
weeks and are above the average for| many of these. cast. This list included several pairs 
the year, although still below last year. Pin tucks on short vamp shoes are | of shoes for men, women and children 

During the past ten days, shoes have 
been featured in their window displays 
and in large newspaper space. 

At least one shoe special was aé- 


vertised for each day, and some day 
, Y there were several footwear features 
This is the Outlet’s biggest campaign of 
the year, and this year it was feature 


as the beginning of a renewed business 


S H Oo E Ss activity period. 


Opens Corrective Shoe Store 


a product of International Youncstown, Oun1o—The Arnold 
Glove Grip Boot Shop has been opened 
here by Wayne Halteman, who was 
formerly connected with the orthopedit 
department of the Rosenbaum Shoe (Co 
of Pittsburgh. Ira S. Halteman, 4 
brother, operates a similar store i 
Canton, Ohio. 








epee Correction 

Els Ye A news item in the Boor AND SHO 
ReEcorpDER of April 8 erroneously — 
that M. F. Finch of Atlanta, Ga., wi 

DUN DEER handle the Dr. Scholl line of orthope 

dic shoes. The Scholl Mfg. Co., Inc, 

informs the RECORDER that this foot 


The nation’s favorite footwear pe ag age ger 


and remedies, but not Dr. Scholl’ 


for men, women and children _| tio. 


New Providence Store 


ROBERTS PROVIDENCE—A nne Sutton ha 

OHNSONG, started the Royal Shoe Store at 6 

Granch of international Sree Co! Plainfield St., specializing in popula 
ST. LOUIS, MO. priced footwear. 
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usters are always upstairs 
never in the basement 





Buster Brown SHOES 
with ¥prasesauam features 


For Boys—for Girls 
Deows Saoe Gowngawy, - - saint Louis 


Also Manufacturers of Brownbilt Tread Straight Shoes for men, and Brownbilt Tread Straight Shoes for women 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 
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W. 8S. CHASE & SONS, INC., 

HAVERHILL, MASS. 

in Stock Men's Full Leather Lined 
Handturned Slippers 

Priced from $1.35 


Kid Pullman Slippers 
colors and black with 


Sna Pocket 1.35 
gear Tike $1250 


rE 


WHERE TO BUY 
Men’s Shoes 


~~ me oP erm eel 














wee 
me" SHOE 
Men's Fine Shoes 
OLD COLONY SHOE CO. 





NEW YOR Brockton, 
i aimenioee | MASS. 10 mien ST. 











Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
A. W. COOK, President 
Syracuse, N. Y. 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 









































GIANT SIZE BOARD IN WINDOW DISPLAY 





















Brooklyn, N. Y.—When Frederick Loeser & 
Co. had their first promotion after they acquired 
the agency of the Arch Preserver Shoe, the 
window which displayed the giant size board 








Terminates Receivership 


MALDEN, Mass.—The receivership 
under which the Converse Rubber 
Company has been operating since last 
June was terminated April 1. 

All claims were paid in full, a re- 
markable accomplishment considering 
the general conditions that existed 
throughout the industry during the 
past year. — 

The factory is running full time, 
chiefly on canvas athletic and outdoor 
footwear, although a substantial vol- 
ume of sporting boots for the Spring 
fishing season is being produced. The 
personnel of the organization remains 
unchanged, with Mr. Albert H. Wechs- 
ler continuing his duties in charge of 
production and sales. 


F. W. Whitcher Co. Liquidating 


* Boston—The Frank W. Whitcher 


Co., oldest concern in the findings field, 
announces its liquidation as of April 
1. The company’s stock of findings, as 
well as accounts receivable, have been 
transferred to the United Shoe Machin- 
ery Company. Finished shoe laces and 
shoe lace manufacturing equipment 
have been taken over by the Chandler 


“Oil Cloth Co. (Shoe Lace Department) 
‘at East Taunton, Mass. - 


The company which afterwards be- 
came the Frank W. Whitcher Company 
was established in 1826 and waS closely 
identified with the development of the 
factory system in the shoe industry 
of this country; at one time controlling 
through patent ownership, the lasting 


tools (jacks and pincers) with which - 
all shoes were then lasted. The .com- . 
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attracted great attention. 


tion several years ago by Ernest A. Burrill. 


pany also pioneered the use of rubber 
heels on shoes. 

Frank W. Whitcher entered the firm 
as a member in 1875 but it was no 
until 1893, when he became sole owner, 
that the company bore his name, being 
known as Frank W. Whitcher & (i, 
Later, in 1908, the company was in 
corporated under the name of th 
Frank W. Whitcher Co. 


Shows Old Time Bench 


NEw BRUNSWICK, N. 
bench on which Grandfather Harding 
made the first pair of handsewn show 
in New Brunswick, 104 years ago. 
are the words on a sign on a top of: 
bench at the A. V. Harding & Son 
Shoe Store on Livingston Avenue 
which has attracted considerable 4 
tention. William Harding was th 
shoemaker and he worked in a shop o 
Washington Street. Inside the bene 
are many kinds of tools, all of whic 
were used in the making of shoe 
Small wooden pegs used in place 0 
nails are also. included in the equip 
ment of that day. 


















































Looks for New Location 


CLEVELAND, OHI0—The Berlin She 
Co. department, which operated it 
Bedell’s specialty shop here, is casting 
about for a new location since Bedell’ 
closed out their Cleveland store thi 
past month. At the present t:me th 
shoe department remains as ‘he sék 
occupants of the building. A_ men’ 
clothing company has contra ted 1 
take the store rooms in the nei 
future. 
been offering shoes at $1.95. ani $24 

























This size board ish 
direct descendant of the one conceived aif 
shown at the St. Louis National Shoe Conver, 


——____ fF 
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by specifying 


FITZ-ON 


removable 


TOP-LIFTS 


Fitz-on tops are wanted by every woman 
who sees them. 


They are entirely practical, and longer wearing 
than most other tops. 


They are available on shoes carrying any style 
of Cuban or Louis wood heels. 


Fitz-On top refills are not sold by cobblers — 
women can get them only from stores selling 
Fitz-On equipped shoes. 

The first retailers to sell shoes with Fitz-On tops 
in each city are reaping a tremendous sales 
advantage. 

Your shoe manufacturer can supply them upon 
demand at less extra cost than the profit on one 
sale of refills—the average is nearly three such 
sales for each pair of shoes. 


FITZ-ON SALES CORPORATION FRED W. MEARS HEEL CO. Inc. 
179 Lincoln Street 140 Federal Street 


BOSTON, MASSACHUSETTS 


"When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


W omen’s Shoes 
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The Ball Bearing Heel in 


Clara Bae 


Takes Away 25,000 
Shocks Per Day 


These Special 
Features 
Enable You To 
Get More 
Mark Up 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 








ANNAHSON'’ & 


NURSE Pee 


- White Linen Oxford 


694. 
m8 College Heel. Comb. 43 Last; 
in Stock A, B, C and D; Sizes 3 to 9. 


HANNAHSON’S 


HAVERHILL, MASS. 











FOR WOMEN 


THE JOHN EBBERTS SHOE CO., 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


Inc. 














GENUINE HAND TUR 
$2.75 


No. 1102—WHITE KID 
"REGENT" 
16/8 heel—AAAA to C, 


DODGE, BLISS & PERR 


URYPORT, MASS. 
“THE conrecr Booce FOR ALL OCCASIONS” 


co., 
INC. 
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Department Store Sales ‘in March, 1933 





WASHINGTON, D. C.— Preliminary 
figures on the value of department store 
sales show a decrease from February to 
March of somewhat more than the esti- 
mated seasonal amount. The Federal 
Reserve Board’s index, which makes al- 
lowance both for number of business 
days and for usual seasonal changes, 
was 56 in March on the basis of the 
1923-1925 average as 100, compared 
with 60 in February and 60 in January. 

In comparison with a year ago the 
value of sales for March, according to 


the preliminary figures, was 27 per cent 
smaller. In making the comparisop 
with a year ago, however, allowance 
should be made for the fact that the 
date of Easter, which was very early 
last year (March 27) is late this year 
(April 16), and that this year sale 
during March included a much sinaller 
part of Easter buying than they did 
last year. The aggregate for the first 
quarter of the year was 25 per cent 
smaller than last year, according tw 
the Federal Reserve figures: 


Percentage Increase or Decrease From a Year Ago 


March* to 


Federal reserve district: 
Boston bet ste 
New York .. 
Philadelphia 
Cleveland 
Richmond 
Atlanta 
Chicago 
St. Louis 
Minneapolis 
Kansas City 
Dallas .. 

San Francisco 


*March figures preliminary ; 
business days this year and last year. 





Evans Buys Soft Sole 
Slipper Equipment 


WAKEFIELD, Mass.—L. B. Evans’ 
Son Co., turn shoe and slipper special- 
ists, have recently purchased from the 
receivers of the Best Ever Slipper Co. 
of Brooklyn, the lasts and patterns of 
this company and will develop a line 
of soft sole slippers for the coming 
season. 

Incidentally, they have not  pur- 
chased the name—‘Best Ever”—nor 
the entire business, merely the lasts 
and patterns with which to make the 
soft sole slippers. 


Redding Heads Nisley Unit 


CuHIcaco—The new Nisley store, 
recently opened up at 217 South State 
Street, makes the sixty-seventh unit of 
the Nisley organization. 

The store, formerly occupied by 
Wolock and Bauer, has been entirely 
remodeled and refurnished. The fix- 
tures are of solid walnut with shelf 
boxes, upholstery and carpeting in a 
soft green, walls are in a four-tone ef- 
fect and lighting fixtures follow the 
modern trend. 

On opening day over two hundred 
women, by actual count, announced 
that they had been former buyers of 
Nisley shoes in other towns and were 
already potential buyers before the 
doors here were opened, it is reported. 





January 1 Number of Number 
reporting of 


March 31* stores cities 


—25 


—30 
—23 
—26 
—27 
—24 
—24 
—26 
—26 
—22 
—22 
—21 
—28 


in most districts the month had the same number ot 


A pair of hose was given away with 
every purchase of shoes on the first 
two days. Business is opening up sat- 
isfactorily, it was said here. 

Irving G. Redding, for eight years 
manager of the Nisley store in Buffalo, 
is now manager. He began his career 
as a shoe-man at the age of thirteen 
when he went to work for Charles 
Feltman in Indianapolis as a_button- 
boy. The shoe business proved profit- 
able to him. From then on he sent 
himself through high school and later 
through Purdue University, travelling 
back and forth to help out at the week- 
end rush in Indianapolis. 


Imposes Chain Store Tax 


BALTIMORE, Mp.—A levy on chain 
stores operated in Maryland will be 
imposed as a result of the passage in 
the closing sessions of the Maryland 
Legislature of a bill imposing a special 
tax on chain stores. According to this 
bill the tax will be imposed as fol- 
lows: Upon two stores or more, but 
not more than five, $5 each; upon each 
store in excess of five, but not exceed- 
ing ten, $20 each; upon each store in 
excess of ten, but not exceeding 
twenty, $10 each, and upon each store 
exceeding twenty, $150 each. The only 
chain establishments excluded from 
this special tax are gasoline filling sta- 
tions. Some of the Maryland lav- 
makers sought to impose a tax as high 
as $300, but unsuccessfully. 
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MAINTAIN 
or IMPROVE 


the quality of your shoes with 


LITTLEWAY 
STAPLE LASTING 


Littleway Staple Lasting is the modern way of lasting 


chain stitch, lock stitch, and cement shoes. 


Examine the Littleway cross section above and note 
the unique formation of the staples. These staples are 
formed automatically from a coil of small wire and 
they permanently fasten the upper and lining to the 
insole. Note particularly that their points turn down and 
away from the inner surface of the innersole; unlike 
tacks they do not penetrate the inner surface of the 


innersole. 


Compare this method with the tack lasting method 
illustrated in the cross section below. The sharp points 
of these tacks actually penetrate the inner surface of 


the innersole and clinch upon this surface. 


Littleway Staple Lasting ever since its introduction to the 
industry has been and still continues to be a superior 


TA CK manufacturing process. 
LASTING 


Safeguard the quality of your shoes with this modern 


and improved process of construction. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Children’s Footwear 


le i ei et i di 





MRS. DAY’S IDEAL BABY SHOES 
infants’ Seft Soles...0-3 


intermediates ........ 1-5 
Flexible Hard Seles. ..2-8 
Bend for In-Stook 
Catalog 





MRS. DAY'S IDEAL BABY 
SHOE CO. 
Leeust St. Danvers, Mass. 








Can you me pA 


Write for 
SAMPLES! 





This is the 


NEW 
SWAN ONE-STRAP 
65c Pair—Sizes 2 to 6 


SWAN SHOE CO., Inc. 
2201 Aisquith Street Baltimore, Md. 
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WHERE TO BUY 


Shoe Dressings 


ee OP OF EP OP EP Pe er ree 





CLEANS ALL WHITE SHOES CLEAN 


Satisfaction—Or Money Back 
SOLD BY GOOD WHOLESALERS 


CAVALIER CORP. 
BALTIMORE, MD. 


Heel Plant Moves 


WoRCESTER, Mass.—The Granite State 
Wood Heel Co. of Manchester, N. H., 
owned by Herman and Robert Lasche, is 
moving to Worcester and will be amalga- 
mated with the Worcester Wood Heel 
Co., also owned by the Lasche brothers. 

. Robert Lasche, in charge of produc- 
tion, says the operations are being con- 
centrated because of the excellent manu- 
facturing facilities here and because the 
company’s market is largely in this 
section. 








Old Shoe Gathering Day 


LOUISVILLE, Ky.—The Louisville 
Junior Board of Trade, cooperating 
with the Goodwill Industries, Louis- 
ville, arranged an old shoe gathering 
for April 10, wherein barrels were 
placed at convenient points in the down- 
town district, and the public asked to 
place their discarded footwear in these 
barrels, to be turned over to the Good- 
will Industries, a charitable organiza- 
tion, which will provide work for old 
and crippled cobblers in repairing them, 
and making them wearable, after which 
they will be sold to derelicts and un- 
fortunates, or the real City Poor, 
through retail stores for Goodwill In- 
dustries. 

Formerly the old Retail Shoe As- 
sociation staged several shoe gather- 
ing contests, in which many thousands 
of pairs of shoes were drawn from gar- 
rets, closets, etc., and taken out of the 
class of circulation, wherein they might 
tend to interfere with new shoe sales. 





Limits Advertising of Foreign 
Goods 


WASHINGTON, D. C.—Advertising of 
imported footwear unless the adver- 
tisement contained a statement giving 
the country in which the product was 
made would be prohibited under a bill 
introduced in the House by Representa- 
tive Joseph W. Martin, Jr., of Massa- 
chusetts. 

The bill applies to advertising of all 
types, including newspapers and maga- 
zines, circulars, billboards, calendars, 
and even advertising buttons. It also 
would prohibit radio advertising of 
imported products unless the announc- 
er made a statement at the beginning 
and end of each broadcast period clear- 
ly stating the country of origin of the 
articles. 

Printed advertisements would have 
to contain in “ligible English words, 
in a conspicuous place that shall not 
be covered or obscured in any man- 
ner,” statements of the country of 
origin. 


New Department Successful 


LAGRANGE, GA.—Harry Edelson, pro- 
prietor of the Fashion Shoppe, has 
for the past 12 years been serving this 
city with a fine women’s ready-to-wear 
store, but has always been skeptical re- 
garding opening a shoe department. 
Seven weeks ago, he opened with a high 
grade women’s and children’s shoe de- 
partment. Edwin McKoy, formerly 
with Darden Bros., was selected as 
manager. Results during the few 
weeks that the department. has been 
open this spring more than justified 
Mr. Edelson’s judgment that the time 
was right in his city for the establish- 
ment of a place where good shoes could 
be profitably sold, regardless of pres- 
ent financial conditions. ° Brownbuilt 
shoes are among the lines being fea- 
tured. 
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Gustom Fitting Pays Well 


WASHINGTON, D. C.—Boyce & Lewis, 
Inc., dealers in custom fitting shoes, 
are now celebrating their anniversary 
in business here. Despite the suppose 
handicap of starting in a “Presidentia| 
year,” the firm has prospered. 

This is attested by the fact that floor 
space has been doubled, allowing for 
separate men’s, women’s and children’s 
shoe departments. The remodeliny also 
has resulted in tasteful interior ar. 
rangements, four effective show win. 
dows and two splendid entrances. 

T. Edward Boyce is president of the 
corporation; Saul F, Lewis, secretary 
and treasurer, and J. T. Norris, vice- 
president. 


Has 45-Year-Old-Window 


WarE, Mass.—H. O. Robinson, head 
of H. O. Robinson & Co., shoe dealers, 
72 Main Street, enjoys an unusual! dis. 
tinction—he owns the oldest plate glass 
window in the city, a window which 
was the fixst of its type ever installed 
in Ware and which has withstood all 
assaults without damage for 45 years. 

Runaway horses several times came 
within inches of pulverizing the broad 
sweep of glass, but the window sur. 
vived all the hazards of both horse and 
automobile ages. Mr. Robinson, who is 
81, and Ware’s oldest merchant in 
point of service, is proud of the win- 
dow, as is his partner, Carl F. Boh. 
miller, who is the “& Co.” The plate 
glass displays shoes just as efficiently 
today as it did in the 90’s. 





Novel Promotion Idea 


Cuicaco—“Are you a Miss Greene 
or a Williams?” asks Nisley’s in a 
series of ads announcing-the opening 
of their new State Street shoe store. 

If you are, the advertisement goes on 
to suggest, and will step into the new 
store you will be given a leaflet giving 
a short history of the Williams or 
Greene family with coat-of-arms (in 
colors) thrown in. The Williams, 
states the ad, came to America in the 
17th century and settled in New Eng- 
land. 

Cuts of Miss Williams and Miss 
Greene (brought up to date) accom- 
pany the ads, also a cut of their re 
spective coats of arms. 

Reports at the store say that the 
leaflets have been in such a demand by 
the Miss Greenes and Miss Williamses 
of Chicago as to exhaust the supply. 


Alex Rice Store Reopens 


MontTcoMeRY, ALA.—The Alex Rice 
Store has reopened as the successor of 
the Alex Rice Company, prominent 
ladies’ ready to wear store of this city 
and will be headed by Theo Meyer. A 
ladies’ shoe department is included in 
the reopening. 
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Special Department Success 


have lectures on the importance of cor- 
rectly fitted shoes and their relation to 
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Absorbs Children’s Shoe Store 


BRIDGEPORT, CONN.—The D. M. Read 


Lewis, SPRINGFIELD, Mass.—The opening of | health in general.” 
shoes, a special low-price shoe department by 4 SN Co., Bridgeport department store, has 
ersary Forbes & Wallace, Inc., at the begin- taken over the children’s shoe business 
Pposed ning of April has been attended with Swing Back to Quality of Mrs. Rea W. Kramer, which has been 
dential marked success, according to Albert P. operated at 25 Post Office Arcade since 
Stone, buyer. Stock is said to have Sam Wolff, head of the Wolff-Tober | October, 1931, and incorporated it in 
t floor been turned over completely the first | Shoe Mfg. Co. of St. Louis, Mo., recog- | the store’s shoe department. 
1g for week, and the same result practically | nized a definite swing back towards | Mrs, Kramer, who was connected with 
dren's accomplished the second week. At the | quality footwear, evidenced by the sud- | the children’s shoe department of R. 
& also same time, patronage in the main shoe | den rush of orders during the past six | H. Macy & Co., New York, before com- 
rar. department is said to have been better weeks. ing to Bridgeport, will be in charge of 
’ wine than at any previous time in the last At present, the Wolff-Tober factory, | 4 special division for children who re- 
f two years. as well as subsidiary plants, Para- | quire built-up shoes or have other un- 
of the The main department, selling at a | mount Shoe Mfg. Co. and Carmo Shoe | ysyal needs in footwear, according to 
etary minimum of $6.50 a pair, is on the sec- | Mfg. Co., are running to capacity with | Wijlard H. Wadhams, shoe manager. 


vice- 


ond floor, adjacent to dresses, and the 
new department, run under the copy- 
righted name of “The Marlane Shop,” 
selling various makes at a uniform 
price of $2.98, is inconspicuously lo- 
cated at the rear of the main floor. No 
special effort was made to bring the de- 
parture to the attention of the store’s 
regular customers, but the information 
was carried to the public by newspaper 
advertisements. 


Foot Health Week at Gimbel’s 


PHILADELPHIA, Pa.—kK. Seltzer, buy- 
er of Gimbel’s shoe department, said: 
“Though we constantly impress upon 
our customers the importance of per- 
fect foot comfort, during the week 
April 17 to 22nd we intend putting the 
idea across in a special manner. Our 
special health shoes will be given promi- 
nent display and besides posters and 
special newspaper advertising we will 





a total daily production of approxi- 
mately 10,000 pairs. 

Orders booked at the present time 
are sufficient to maintain this produc- 
tion for the balance of the season. 


Better Quality Demand 


PHILADELPHIA, PA.—According to A. 
Freedman, buyer and part owner of 
Murray’s Smart Shoes, the trend 
toward better shoes is becoming very 
evident. 

“Women have become educated to the 
fact that good shoes are of vital im- 
portance to health as well as smartness 
and they will save on something else in 
order to put the difference in shoes.” 

Mr. Freedman bases his opinion on 
the fact that while Murray’s top price 
last year was $7.00, their shoes now 
range from $5.00 to $8.00 and there is 
a very satisfactory demand for the 
highest priced shoe. 





A consulting room for Mrs. Kramer’s 
use has been fitted up on the shoe de- 
partment floor. 


Takes Over Walk-Over Store 


STAMFORD, CoNN.—George W. Mon- 
tour has retired as proprietor of the 
Walk-Over Shoe Store, 113 Atlantic 
Street, the business being taken over 
by A. H. Flower. 


How Many Pairs of Sport 
Shoes for Roller Skating? 


[CONTINUED FROM PAGE 17] 


Bicycling demands much the same 
sort of a shoe as does roller-skating: 
Flexibility. A firm tread for the pedal. 
Lowish heels that won’t get caught 
with the wheel revolutions. But the 
foot doesn’t need to be quite so covered 
up. 





Worlds Fair Visitors.’ 


BUS FARE 10¢ 


UP-TO-DATE ROOMS 


AT DOWN-TO-DATE RATES 


‘De’ 


TO $3.50 SINGLE TO $5.00 DOUBLE 
NONE HIGHER 


600 LARGE, CHEERFUL ROOMS 


Private underground passage 


Here's Where to Stay in illo 


CHICAGO" 


for CONVENIENCE, COMFORT \" 
ECONOMY & REAL} 


rn "ff 
GERMAN COOKING ee” 


(DN the main traffic artery 
"to and from the Worlds Fair 
Grounds. Close to every- 
thing worthwhile in Chicaga 
Write today for 
‘A CENTURY OF PROGRESS, 
the Worlds Fair descriptive 
booklet — free on request. 


WORLD'S FAIR RESERVATIONS 
ACCEPTED NOW’ 
OWNER MANAGEMENT 

Ernest Roessler Frederick Teich 


HOTE CLARK ST. NEAR 


JACKSON BLVD. 


from Pennsylvania Station... 
saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction— American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 


RLOLOT SE 200CAR 
S eles GARAGE 


) Owned by 
the Hote/ 


ARTINIQUE 


BROADWAY AT 32ND STREET - NEW YORK 
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WHERE TO BUY 


Dancing Shoes and Taps 
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TAP DANCING 
THEO SLIPPER 
Stock No. 1210 


Patent Leather 
Fer Grewing Girls 
D Widthe—Sizes 8-7 

Price $1.25 


BLOG SHOE CO., INC. 
147 Duane 8t., New York City 
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WHERE TO BUY 
Work Shoes 
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WHERE TO BUY 
Shoe Trees 


OPE EP OP Pr ee ee Oe Pe 


Gelf Adjusting Shee Trees 
A gentile squeeze inserts or 
Write for unique 

plan. 


SIMPLEX SHOE 
TREE COMPANY 


Catalog Boosts Chicago Fair 

“Just as the Chicago World’s Fair 
marks ‘A Century of Progress’ for the 
nation’s second city, this Nunn-Bush 
catalog marks a year of unusual prog- 
ress for Nunn-Bush,” is the opening 
paragraph of the new beautiful catalog 
published by Nunn-Bush. Throughout 
the pages are striking illustrations in 
four colors of the varied buildings and 
attractions to be seen at the Fair. The 
book ranks high both as a work of art 
and as a medium for the promotion of 
these famous shoes. 


E. A. Carroll Made Manager 


CoLuMBus, OHIO—Edward A. Car- 
roll, who has had extensive experience 
in the retail shoe business has been 
named manager of the shoe department 
of the Moby Store, operating a com- 
bined department store and food mar- 
ket. 
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> ON THE SELLING END « 


News of the Travelers and Sales Activities 


Mitchell With Boyd-Wright 


The Boyd-Wright Shoe Company, 
Saint Louis, makers of “Peacock” 
shoes announce having obtained the 
services of W. T. Mitchell of San An- 
tonio, Tex., to represent their house 
and to carry the Peacock shoes in 
Southwestern territory, including 


W. T. MITCHELL 


Texas, Louisiana, Arkansas, Oklahoma 
and New Mexico. 

Scarcely any man is better or more 
favorably known in the Southwest than 
is Mr. Mitchell. He has been carrying 
high-grade women’s shoes for many 
years past and is considered one of 
the most outstanding salesmen not only 
because of personality but because of 
the contact he has with the trade and 
the high esteen in which he is held 
among the retailers of that section. 

He is so well thought of that the 
Southwestern Shoe Travelers’ Associa- 
tion have for many years past elected 
him to the office of secretary-treasurer 
of that association and at the last con- 
vention of the National Shoe Travelers’ 
Association he was unanimously elected 
president, even though he was not pres- 
ent in person. 

“Peacock Shoes” and the name 
“W. T. Mitchell” will make a very 
profitable and happy combine, is the 
belief of many good wishers. 


Washburn with W. K. Foster 

C. L. Washburn, formerly with the 
Gillis Shoe Co., Newburyport, Mass., is 
now in full charge of the women’s com- 
fort shoe department for W. K. Foster, 
Rowley, Mass. He will specialize in the 
sale of these shoe to the department 
store trade. Mr. Foster will continue 
to concentrate his attention, as for- 
merly, on the men’s slipper line. 





——— 


Advocates Pullman Surcharge 
Repeal 


The Pullman Company are with 
the National Shoe Travelers’ Associ- 
ation on the repeal of the surcharge 
on their cars, reports Secretary 
Thos. S. Delaney. That it would be 
advantageous to railroads to reduce 
the present basic rate on all roads 
and eliminate the surcharge on Pull- 
man cars is well brought out by 
President David A. Crawford of 
Pullman, Inc. 

“Maintenance of unduly high pas- 
senger ticket rates has been the chief 
reason for the decline in first class 
railway travel and the loss of rail- 
way business to buses is pointed out 
in that company’s annual report 
mailed to stockholders. 

Last year, for the first time in 
nearly two-thirds of a century, the 
Pullman carrier business was oper- 
ated at a loss as a consequence of the 
unparalleled contraction in passenger 
travel. 

“Travelers bent on economy have 
sought the lowest cost transportation 
available, resulting in much necessi- 
tous patronage of railroad coach and 
of highway vehicles with resultant 
lessened usage of the Pullman ser- 
vices and general lowering of Ameri- 
can standards of travel. This is 
shown by decidedly smaller loss in 
volume reported in 1932 for intercity 
motor bus and railroad coach traffic. 
For the latter, transportation has 
been made quite widely and almost 
continuously available to the travel- 
ing public at rates substantially 
lower than those charged travelers 
who wished to use Pullman accommo- 
dations.” 


Visiting Atlanta 


Among the shoemen in Atlanta have 
been George Bomar, with the Blue 
Ribbon Shoemakers; Herman Broder, 
with the Clyde Butler Company; Leo 
Scholtz, with the I. Miller Shoe Com- 
pany, and Tom Johnson, formerly with 
Strassberger, Inc., and now with the 
promotion department of the Hotel 
Taft, New York City. Mr. Johnson 
stopped over to visit old friends for a 
few days while on his way to Florida. 


Keller With Colonial Tanning 


Harry Keller is now connected with 
the Colonial Tanning Company, tan- 
ners of Colonial Patent and calls on 
the New England Shoe manufacturers. 
Mr. Keller is well known throughout 
this territory and formerly operated 
the Keller Leather Company, tanners’ 
representatives. 
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“NEW DEAL” FOR BOSTON FAIR 


N.S.R.A. and New England Shoe and Leather Association 
In Joint Arrangement to Hold Show, July 10, I! and 12 


[, a joint statement signed 
by A. H. Geuting, president of the National Shoe 
Retailers’ Association, and William J. Fallon, presi- 
dent of the Boston Shoe Fair, Incorporated, an- 
nouncement was made that the managements of the 
two associations have just entered into an arrange- 
ment with reference to the Boston Shoe Fair that is 
of great interest to manufacturers and merchants. 

Through this arrangement, the N. S. R. A. will 
share jointly with the New England Shoe and Leather 
Association in the direction of the 1933 Boston Shoe 
Fair, to be held July 10, 11 and 12. The new plan 
provides for carrying on the Fair on a national scale, 
whereas it heretofore has been conducted as a New 
England enterprise, confined to exhibiting manufac- 
turers located in that section, although with a na- 
tional appeal to buyers. 

Its expansion under the new arrangement has been 
brought about by a growing demand from the trade 
in general for a more national policy, and is a fur- 
ther evidence that the logical place for a mid-summer 
Shoe Show and Convention is the City of Boston, 
the natural outlet of the industry in New England, 
and the gateway to the delightful and invigorating 
New England vacation playground. Furthermore, 
it is a timely move in meeting the well-known desire 
of many in the trade that there shall be two out- 
standing official shoe shows a year, one in the East 
and the other in the West. 

Plans for the augmented 1933 program are now 
under way, and include a series of educational trade 
meetings under the direction of the N. S. R. A,, 
which will have a strong appeal to all retail shoe 
merchants. The wholesale branch of the trade also 
will be properly represented in this program. 

Shoe manufacturers in parts of the United States 
other than New England, whose participation as 
exhibitors it has heretofore been impossible to pro- 
vide for, are now eligible and are cordially invited, 
and an equitable system of registration fees for every- 
body has been set up. 

The whole-hearted support which the hotels of 
Boston are officially giving the Boston Shoe Fair, 
under its new dispensation, assures a sufficient sup- 
ply of desirable sample rooms for everybody in a 
number of modern hotels closely grouped together. 
Applications for such sample rooms must be made 
direct to the manager of the Boston Shoe Fair, 166 
Essex Street, Boston, and be confirmed by him, and 


New dual management provides for educational pro- 
gram under direction of N.S.R.A. which will have added 
appeal for merchants attending. 

Shoe manufacturers in territories other than the New 
England States are invited to participate as exhibitors. 
An equitable system of registration fees for everybody 
is set up. 

The principal hotels are cooperating with the Boston 
Shoe Fair. 





not sent to the hotels direct. The cooperating hotels 
are the Bradford, Brunswick, Copley-Plaza, Lenox, 
Parker House, Ritz-Carlton, Statler, Touraine and 
Westminster. 

Manifestly, the great prestige of the National Shoe 
Retailers’ Association, and the high reputation of its 
own mid-winter convention-expositions, will attract 
a greatly increased number of shoe dealers to Boston 
at the time of the Fair. The traditional policy of thee 
New Englanders in extending bountiful hospitality 
to all visitors, through the medium of the Boston 
organizations of traveling shoe salesmen—the Bos- 
ton Shoe Travelers’ Association, the Boston Shoe As- 
sociates and the Southern Shoe Salesmen’s Associa- 
tion—will continue to be an attractive feature of the 
July Fair. 

In making this preliminary announcement to the 
trade, it was predicted that manufacturers and buyers 
alike will react favorably to the new arrangement, 
and that distinct benefit will come from it to every 
branch of our industry. 


THE EDITOR’S OUTLOOK 


[CONTINUED FROM PAGE 24] 


since “War Industries” days. 

Something of this sort is in the wind and it be- 
hooves the industry to safeguard its rights. But first 
industry must put its own house in order. That 
should be more easily done in view of the threat of 
possible regulation. 

The shoe industry should not wait until government 
is forced to put its house in order. It should proceed 
at once to a declaration of standards and possibly of 
grades. It should correct a situation where shoes 
are made at “‘coolie’’ wages and sold under false rep- 
resentations. It can clean house and return to eco- 
nomic stability with greater ease than possibly any 
other industry in America. 
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Good Will 


ANNOUNCING THE OPENING 


— Of A New Shoe Store — 


asa )1-—Miller’s Bootery—||2525222= 
== =5>5|| Saturday, March 18th 


The new Shoe Store will handle medium and high | | » =~ sm seers sem 
grade shoes for men, ladies and growing girls and will 
‘ano oe aoe carry = large and complete stock of Dexdale Silk 
Sas SSP Sim, | | Sealed stockings to sell tor : salt Sereetal sxe, estes oo ote 
49c, 59¢, 69c, 89c, $1, $1.35) /2S5S:=5- 
senee ng. ees All Shoes Are Standard Brands. || Tarsina bower 
“Pashion Plate” Smart Shoes $5; 96; $7.50 | | areretectone sor sie 
nee ede | | Paradise, “She Walks In Beauty” $3.95 and $5.00 | | Fas, Semeos em fae 
Riieasinediy Poll Parrot for Growing Girls $2.95 and $3.95 Long Life Agency 
| Special Orders Taken For Arch Preserver Shoes | ee ian pee. 
a Nunn-Bush Ankle Fashioned Oxfords Chamber of 
cide for Men _Newlow prices . $5; $7.50; $9.00 ay 
tie com-snnn cope || New Thrift Line of Men's Vitality Oxfords $4.00 


Our Policy 


ih be Randle qd stows umty Quality m Shue i Mom economical 
apd & very essential to commer and correct fitting 























may you hove reery Guccess 


ur fodey © correct Citting We wil, et ait timen, cefond money | | Sima te. ‘salar esr” pouaet 


tee for any perches that for any roman, te cot 





Sy ome ter MTLAARS BOOT. SPECIAL ANNOUNCEMENT! —_— 
ERY cowry smccens ant toot thal 





(Owing 19 var special credit arrungement. we ary obliged te sell for pag Raa a A 
an ay Sethng we eet ot pros st nt sate 8s mae end « ctren 











Aiken & Long, Inc 
soon 





4 ° ° 
| Invitation cctorensotee sod tant wane 12 
Stes wenn enmeed to eee. We Extend You 4 Cordial Invitation co Visit Our | | S285 Soak SRS 
lewsy Hat New Store On Opening Day! i 


MILLER’S BOOTERY 


On the Corner Evans and Dargan Streets Florence, South Carolina 














Morning News 

















The esteem of his fellow merchants stood Lonnie Miller in 
good stead when he decided to make a new start in business. 


Md A : , 

nnouncing the opening of a new 
shoe store” was the head of a two-thirds page adver- 
tisement in the Florence (S. C.) Morning News. 
It was signed “Miller’s Bootery.” And there is quite 
a story behind this proclamation, the story of a retail 
shoe merchant who lost everything except a very 
good name for himself as a conscientious shoe man. 

The Florence Shoe Store was founded in 1909 by 
L. H. Miller. Good shoes were handled. Good 
treatment was given the store’s patrons, the best 
treatment that Lonnie Miller knew how to give. 

Then, owing to a series of bad breaks last Decem- 
ber, the owner was forced to give up. For some 
time, there was not a bank open in the county. Local 
conditions were. bad. 

The Federal Referee in Bankruptcy and the law- 
yers that handled the case gave a remarkable inter- 
view to the local newspapers, in which they stated 
that the closing was quite unusual, from the angle of 
being honest and aboveboard. 
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to the Rescue 


How a Reputation for Honesty 

and Fair Dealing Helped a Shoe 

Merchant to Get a New Start 

After Bank Troubles and Depres- 

sion Had Compelled Him to 
Close 


Along in January, Miller got together a small 
amount of money and decided to start all over again. 
A desirable corner store room was obtained, and the 
remodeling plans began to shape up. When the work 
was going on, many people took the trouble to drop 
in, regardless of the attendant muss and disorder, to 
wish “Lonnie” Miller well. They seemed genuinely 
glad to see him start again. 

Sensing how Miller stood in his community, the 
advertising man for “The Morning News” circulated 
around the business men of Florence with the sug- 
gestion that a little tribute be paid Miller by incor- 
porating a kindly word in the new store’s opening 
announcement. Twenty men jumped at the chance. 
The newspaper man confided that he believed that he 
could have gotten almost every one in town, if he had 
the time and space. 

All stores entered into the spirit of the thing. 
Neighboring shoe stores, department stores, the 
Power and Light Company alike vied in paying trib- 
ute to Miller. A few quotes to show the genuine 
tone of the notices: 

From Bultman’s Shoe Store, “We are glad to wel- 
come Mr. Miller in the shoe business in Florence, 
and we feel that we will continue to enjoy our pleas- 
ant business relations.” 

Misses Hamby: “We are delighted to have Mr. 
Miller open his new shoe store right next to our 
store. Mr. Miller deserves much credit in venturing 
into a new enterprise, especially at this time, and we 
feel that he will be very successful.” 

R. F. Zeigler: “I am glad to extend the hand of 
welcome to my neighbor across the street.” Others 
were written in a similar vein. 
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SMOOTHNESS» 


THE FINISHING TOUCH 


The finish is always best when 





the materials underneath are 





of proper quality and texture. 
Celastic Box Toes fulfill these 


requirements in the toe con. 


struction of any shoe. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 
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CLAV/IFIED ann WANT AD 
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SALESMEN WANTED 


POSITION WANTED 





IVE WIRE SALESMEN calling on the well 
rated accounts for fast selling line of 
women’s novelty shoes to retail at $1.50, $2.00 
and $3.00. Strictly commission basis—no ad- 
vances or drawing account—settlement semi- 
monthly—full time or side line. Only established 
nm resentatives need apply. Territories open: 
Alabama, Georgia, Washington, Oregon, North- 
ern California, Kentucky, Tennessee and Arkan- 
sas. Fashion Shoe Co., Inc., 1412 Washington 
Ave., St. Louis, Missouri. 





SALESMAN wanted, one who can trim shoe 
windows, assist in buying. Must have A-1 
references. Store located in Albany, N. Y. 
Address D332, care Boot and Shoe Recorder, 
239 West 39th Street, New York, ¥- 





SAL -ESMEN wanted to carry as a side line, 
on commission only, Infant’s Ae Children’s 
McKays; low priced. Give full information with 
references. Address D331, care Boot and_Shoe 
Recorder, 239 West 39th Street, New York, 





SAL .ESMEN with established trade to sell 
short sideline of very low priced footwear now 
selling big for men, women and children on 
strictly commission basis, state territories trav- 
elled and give references. Address D-328, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








BUSINESS OPPORTUNITY 








SHOE FACTORY FOR SALE 


A prominent shoe manufacturer offers for 
sale an up-to-date shoe manufacturing estab- 
lishment, fully equipped, located in Middle 
West. 

An unusual opportunity for either a capable 
sales manager or factory superintendent or 
both. 

All correspondence kept in strict confidence. 


Address D329, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





WoOuLp like to hear at once by mail from 
some modern American Direct Selling Boot 
& Shoe Manufacturers who want and have 
oe for Representative or Salesman in 

tate of New Mexico. Write me your proposi- 
tion, including postage paid envelope, which will 
insure you my reply at once. Address George 
Roklizer, North 3rd St. & Wilson Ave., Gallup, 
New Mexico. 





I'm Eager to Get 
Started 


The following definite statements re- 
garding my qualifications as Sales and 
Advertising Manager are not prompted 
by my ego, but are based upon facts 
which can easily be substantiated to 
your satisfaction:— 


I know merchandise 

know retail merchandising methods 
know proper percentages 

know how to plan 

can control budgets 

can make layouts 

can write splendid a 

know sales psycholog 

am a good judge of filustrative art 
can plan window displays 

can select retail locations 

can buy newspaper space intelli- 
gently 

can direct radio programs 
know chain store methods 
know independent store methods 
can originate dynamic, dramatic, 
effective selling events 

can create productive direct mail 
am full of ideas 

know the value of coordination 
can sell my ideas to fellow exec- 
utives 

ean direct other advertising men 
and women to do all of these 
things. 


alenien ae hh kh Le! 


et et et 


For further particulars, and references, 


ADDRESS D-333, CARE 
BOOT AND SHOE RECORDER 
239 WEST 39th STREET 
NEW YORK, N. Y. 

















LINE WANTED 





——. 


WANTED: Snappy popular priced Ladies’ 
Novelty Shoe line for Iowa and Nebraska, 
Thirteen years on the road. Address Lave 
Russick, 651 46th Street, Des Moines, Towa. 


INE WANTED—Fifteen years selling te 

England retail trade—high grade rubber 
footwear and high grade men’s shoes.  (iood 
references. What have you? Address /)330, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, ¥. 











FOR SALE 





SHOE STORE FIXTURES for sale—Walnut 

shelving, sectional, si ngle spaced, accommo- 
dates 1232 pairs men’s and 1752 pairs women’s, 
Walnut bundle counter, 108 inches by 25 inch- 
es. Walnut 72-inch shoe case. National cash 
register, keyboard u “ to 100, and gives depart- 
mentized records. elsey Shoe Shoppe, Bing. 
hamton, New York. 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or entire Sooke of shoes 
from manufacturers, jobbers or retaile 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc 


590 Broadway New York 
Phone Canal 6-4298 and 4299 

















MERCHANTS’ NEEDS 





SHOE CARTON LABEL 
SPECIALISTS 
. DESIGNERS AND ENGRAVERS | | 


314 5 E.12th St. CINCINNATI. OHIO. 


THE AMERICAN DRINTING LABEL CO. 


hie Now fot Samples 








Minimum charge 75 cents. 





CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 
$1.25. When a box number is desired twelve words should be added for she address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is 00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
&®* Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™& 


RATES 


7 cents per word. Minimum 


In all other cases each 
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USE THE 


TRADE NAME. 


239 WEST 39th ST. 





BOOT anp SHOE RECORDER 


TRADE MARK SERVICE 


A COMPLETE LIST OF THE TRADE 
NAMES OF THE SHOE, LEATHER 
AND ALLIED INDUSTRIES IS ON 
FILE AT THIS OFFICE FOR THE 
CONVENIENCE OF RETAILERS 
WHO MAY BE LOOKING FOR THE 
MANUFACTURER OF A CERTAIN 


BOOT ano SHOE RECORDER 
TRADE MARK SERVICE 


NEW YORK, N. Y. 


x 


STREET, 

















SINGLE 
DOUBLE ROOMS aad BATH 


HOTEL 


WOODSTOCK 


EAST 


é Wk lo yowr 


NEW YORK “ferze4t5 


Not only does The Woodstock afford a restful, 
homelike atmosphere but its excellent location, at 
the edge of Times Square, is unusually accessible 
to New York's chief interests. It's but a few minutes 
walk to important shopping and business districts 
and Broadway with its galaxy of theatres, is at 
the corier. Guest accommodations aie spacious 
and airy. Excellent popular priced restaurant. 


Daily 
ROOMS aad BATH 


Rates 

- bom $2.50 
- bom $3.50 
weekly and monthly rates on opplicahon 


OF BROADWAY, NEW YORE 


A KNOTT HOTEL 
Sy ES a 





Miller Incorporates Hartford 


Store 


HARTFORD, CONN.—I. Miller-Hart- 
ford, Inc., a corporation recently 
formed to carry on the business of the 
I. Miller shoe store at 240 Trumbull 
Street, has filed organization papers, 
listing Morris Spelke as_ president- 
treasurer; Bertram Spelke, vice-presi- 
dent, and Bertha Spelke, secretary. 
Paid-in capital totals $20,000 in prop- 
erty. 


Files Incorporation Papers 


New HAVEN, Conn.—Incorporation 
papers have been filed here for Julie’s 
Shoe Store, Inc., a new corporation 
which will operate the retail business 
of Julie’s Shoe Store at 125 George 
Street. Paid-in capital is $2,300, with 
$10,000 authorized. Incorporators are 
Julius and Fannie Cohen and Eva Ar- 
rutini. 


Sells Business 


Detroit—Jacob and Ben Barish, 
owners of Barish Shoes, Inc., have 
sold their west side business at 4721 
Michigan Avenue to Milton Marcus, a 
hewcomer to the shoe field. Store is 
being managed by Louis Becker. Barish 
has moved to California. 





Marott Remodeling 


INDIANAPOLIS, IND.—Remodeling of 
the fifth floor of the Marott Shoe Shop, 
where the general offices will be com- 
bined, is the first work of the city-wide 
modernization campaign sponsored by 
the Indianapolis Chamber of Com- 
merce. 

The credit department now housed 
on the balcony of the first floor, the 
accounting and bookkeeping on the 
second floor, the advertising at present 
on the sixth floor will all be combined 
under one supervision on the fifth 
floor in the new modern office. The new 
arrangement will eliminate a great deal 
of unnecessary motion. Mr. Marott 
will have his private office and counsel 
room to the rear of the general office 
adjoining the office of Arthur Brown, 
general manager of the company. 
Work is well under way and will be 
completed in a few days. 


C. E. Milens Branches Out 


KANSAS CiITy, Mo.—Guarantee Shoe 
Stores, Inc., a corporation of which 
Charles E. Milens is president, has 
opened a shoe store at the northeast 
corner of Tenth and Main Streets. The 
lease is for six years, on a percentage 
basis. 

Mr. Milens also operates a shoe store 
at the corner of Twelfth Street and 


Grand Avenue. 
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A HALF 
2° 


SINGLE 00 = 
WITH BATH WITH BATH 


44 @ VV = £4. 
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To Remodel Store 


BuFFALO, N. Y.—Sattler’s, Inc., will 
enlarge its street floor shoe department 
and install new fixtures, it is announced 
by Charles Hahn, Jr., vice-president and 
general manager. The contract for the 
new fixtures has been placed with the 
Grand Rapids Show Case Co. Increas- 
ing sales volume in men’s, women’s and 
children’s footwear, Mr. Hahn says, 
prompted the improvements which will 
be made after Easter. Sales volume for 
the first quarter of the year, he reports, 
showed a decline of less than 9 per cent 
with an increase in actual unit sales. 
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BOOTS AND SHOES 
Bass, G. H., & Co., Wilton, Me.......... 50 
Blog Shoe Co., Inc., New York City...... 56 
Brown Shoe Co., St. Louis, Mo.......... 43 


Cambridge Rubber Co., Cambridge, Mass. 3 
Chase, W. S., Sons, Haverhill, Mass...... 44 
Clapp —> & Sons, Inc., E. Weymouth, 


Daniels Process, C. H., Derry, N. H....... 6-7 


Dodge, Bliss & Perry Co., Inc., Newbury- 
port, Mass. 4 


Dyer & Hall, Inc., Auburn, Me......... 36-37 


Pbberts, John, Shoe Co., Buffalo, N. Y... 46 


Green, Daniel, Co., Dolgeville, N. Y. 2nd Cover 


Hannahson’s, Haverhill, Mass. .......... 46 
Menihan Co., Rochester, N. Y...........- 8 
Mishawaka Rubber & Woolen Mfg. Co., 

Se ee Front Cover 


Mrs. Day’s Ideal Baby Shoe Co., Danvers 
Dt Linasdeuteakecsseéovdeendeddeer des 48 


Musebeck Shoe Co., Danville, Ill. 
Nettleton, A. E., Syracuse, N. Y.......... 44 


Old Celony Shoe Co., Brockton, Mass.... 44 
Orthopedic Shoes, Inc., New York City.... 25 


Queen Quality Shoe Co., St. Louis, Mo.... 10 


Richards & Brennan Co., Randolph, Mass. 44 
Reberts, Johnson & Rands, St. Louis, Mo..35-42 


Shaft-Pierce Shoe Co., Faribault, Minn.. 46 
Smith, J. P., Shoe Co., Inc., Chicago, Ill.. 46 
Stacy-Adams Co., Brockton, Mass........ 44 
Swan Shoe Co., Baltimore, Md........... 48 


Wolff-Tober Shoe Mfg. Co., St. Louis, Mo... 1 


ise Cooperative Shoe Retailers, Inc., New 
WYork City 2 
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A BUYING GUIDE TO 
OUR ADVERTIVYERY 


IN THIS 


lett: mio 





LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass............- 31 
Colonial Tanning Co., Boston, Mass...... 4 


Goodyear Tire & Rubber Co., Akron, O...26-27 


Hamel Leather Co., L. H., Haverhill, Mass., 
Back 


Cover 


Kistler Leather Co., Boston, Mass........ 33 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md............ 45 
Janvier, Walter, Inc., New York City.... 38 


Johnson Products Co., Indianapolis, Ind... 39 


Mears, F sey W., Heel Co., Salem Depot, ‘ 
N. 


Spaulding Fibre Co., No. Rochester, N. 
fe 


United Shoe Machinery Corp., Boston, 
BE, in 05-00 eceb bees tween sp aeettes 40-43-47 


SHOE ACCESSORIES 


Simplex Shoe Tree Corp., Chicago, Ill.... 50 


MISCELLANEOUS 


eg Herre Aebey ached sate. P 
Hotel Atlantic, Chicago, Ill.............. 49 
Hotel Martinique, New York City........ 49 
Hotel Pennsylvania, Philadelphia, Pa..... 55 
Hotel Woodstock, New York City........ 55 


Kirsch-Blacher Co., Inc., New York City... 54 





New Store for Pittsburgh 


PITTSBURGH—A new store will be 
opened at 439 Wood Street, incorpo- 
rated under the name of the William 
M. Laird Co. The store, a four-story 
building with a front 40 x 80, will fea- 
ture a complete line of men’s and wom- 
en’s shoes. 





Business in Upward Swing 


St. Lours—Business in the St. Louis 
shoe market is showing marked prog- 
ress, with reports for the week preced- 
ing Easter indicating a _ substantial 
gain in volume. 

This improvement has not alone been 
experienced in the general line houses, 
but the specialty factories as well have 
shared the betterment in the shoe 
trade in this territory. 

W. E. Tarlton, general manager of 
the Central Shoe Co., stated that one 
of the days during the week broke the 
all-time record for mail orders since 
the company has been organized. A 
similar report from Brown Shoe Co., 
gave as evidence of this gain in busi- 
ness, an example of piling up the mail 
orders for one day and the height of 
the stack it is reported measured three 
feet. The specialty houses have been 
enjoying excellent business with 10 to 
30 per cent gains in shipments being 
shown in the first quarter over the 
same period of a year ago. 


Amluxen Opens Store 


Kansas Crry, Mo.—There was a per- 
sonal appeal in the announcement of 
N. C. Amluxen, when he launched his 
new store at 1110 Grand Avenue. He 
said that each pair of shoes would be 
fitted to the exact foot measurements, 
molded and adjusted to the individual 
requirements of each customer. And 
he told them he would be able to give 
this service in fine footwear, priced 
from $6 to $12.50. 





Now Carrying Children’s Shoes 


Fort WortH, Trex.—A_ children’s 
shoe department has been opened by 
Spurlock & Crawford in their “Foot 
Friend” Shop. in Fort Worth. Previ- 
ously they sold only women’s shoes. 
An X-ray machine for shoe fitting has 
been introduced in Forth Worth by 
this same shop. 
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WHITE 


No doubt about the sweeping victory of White. Ie 








is accepted for the coming months. Hand in hand 
with White goes the high fashion note of suede 


finishes. Therein lies the secret for distinctive white 


shoes. The correct leather is WODE WHITE 
SUEDE KID —dazzling and pure in tone — light 


in weight but strong— and distinctive in character. 





a DB KID COMPANY 


STAN DARD KID DIVISION 


209 SOUTH STREET :: BOSTON, MASSACHUSETTS 


AT THE OFFICIAL OPENING, MAY 8 and 9, 1933 
HOTEL ASTOR, NEW YORK 
BOOTH 26 


Vol. 103, No. &. ~/_ ey ay! week by the Boot & Shoe Recorder Publishing Cor mp'r 239 W. 39th St.. New York, 'N. Y. En ‘ond class matter Sepi. 10, 1925. 
the Post Office at New York, N. Y., under the act of March 3. "87! Subscription price $3.00'p er year, Printed ‘in v 8. A. 
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Bank on the fact that white kid shoes will es- 
tablish a record for selling this year and that the | 
profit opportunities in white kid footwear will 
provide you with plenty to bank. 


Just because you will sell white kid shoes early and clean 
out your stock advantageously by June 20th, for example, 
does not mean that the white season is over. Remem- 
ber that September is a summer month in most sections 
of the country; more vacations are taken between July 
20th and Labor Day than previous to this-period. White 
kid shoes are in demand right through the month of | 
August. | 





You usually only scratch the surface of the profits to be 
made in white kid shoes. Penetrate this year and make 





two extra turn-overs with full profit. 
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| 
- : Make LEVOR’S “WHITEST WHITES” your feature pre- 
e | sentation in the white season. Tell your public about 


| the superiority of your white kid shoes... . 
If made of LEVOR white kid, your shoes are 


. washable, easy to keep looking new and 
immaculate without fuss. Free cleaning 
, instruction leaflets are ready for you and 


are a real aid to selling. 


. “THE WHITEST WHITE.” A white that 


stays white and does not discolor. 


. the best white leather produced. Made 


by the foremost specialists in white. 


G.LEVOR ¢ CO. me. 


Tanners of TE WATEST WHITES 
GLOVERSVILLE, NEW YORK 
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This is the Poll-Parrot setup in the store of our good 
friend Mr. Scott Bryant of Findlay, Ohio, who says: 


“We are receiving many comments on our Kiddies Korner and it is 
bringing in many new faces. We are going after the children’s busi- 
ness, and with a line like Poll-Parrot shoes and your promotion, there 
is no reason on earth why we shouldn’t make this a very profitable 
department.” 


Nearly one-third of the population in your city consists of children. Yet over 85% of the 
time, energy and investment on the part of retailers is expended in catering to the needs 
of adults. 

What a glorious opportunity for you to “‘cash in”’ on the neglected needs of the coming 


generation! You can do it with 


POLL-PARROT SHOES 


America’s Favorite Line of Juvenile Footwear 


OBERTS JOHNSON RAND 


Branch of international Shoe Co. 
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| unable to dim the spirit or mar the stand- 


ards of GALLUN crafismanship. 











| During 79 years the public has never 
failed to return to these standards, newly 


interpreted in the SMARTEST STYLES of the day. 








A. F. GALLUN AND SONS CORPORATION, Milwaukee, Wisconsin 





GALLUN LEATHERS » » » Always Standards of Excellence 
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LITTLEWAY 
STAPLE LASTING 








Littleway Staple Lasting is the modern way of lasting 


chain stitch, lock stitch, and cement shoes. 


Examine the Littleway cross section above and note 
the unique formation of the staples. These staples are 
formed automatically from a coil of small wire and 
they permanently fasten the upper and lining to the 
insole. Note particularly that their points turn down and 
away from the inner surface of the innersole; unlike 
tacks they do not penetrate the inner surface of the 


innersole. 


Compare this method with the tack lasting method 
. illustrated in the cross section below. The sharp points 
of these tacks actually penetrate the inner surface of 


the innersole and clinch upon this surface. 


Littleway Staple Lasting ever since its introduction to the 


industry has been and still continues to be a superior 
TACK manufacturing process. 
LASTING “s 






Safeguard the quality of your shoes with this modern 


and improved process of construction. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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CAMCO ORIGINALS 


RUBBER CO. 


CAMBRIDGE Hye 





send retail sales up! 


hs 


OVER ONE ‘MILLION PAIRS 


CAMCO’S STYLE SENSE 
MAKES DEALER'S PROFITS 


Dealers’ quick appreciation of Camco originals and fast 
selling style features made this tremendous figure 
possible. In 1932 Camco dealers made a substantial 
net profit on these shoes. This season’s advance sales 
indicate over one and a half million pairs will be sold 
with a gross 1933 profit to Camco dealers of over half 
a million dollars. 


Are YOU participating in this profit? 


hi 2s 23: 


ONE MILLION eevech 500,000 PAERS 


CAMCO 
STREET AND SPORT SHOES 


in a variety of original patterns featuring flame overlay 
and reinforcing mesh underlay designs . . . oxfords and 
straps . . . leather or crepe soles . . . high or low heels 
. . . exclusive VULTEX (patented) PROCESSED MESH 
that WEARS and is WASHABLE . . . seasons accepted 
colors . . . perfect fitting lasts . . . created to give the 
independent retailer unusual Spring and Summer shoes 
which will sell quickly and profitably. 
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LIMERICK 
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write or wire for samples 


CAMBRIDGE RUBBER COMPANY 


LEATHER SHOE DIVISION 


General Offices and Factories . . CAMBRIDGE, MASS. 
NEW YORK - 125 Duane St. CHICAGO - 317 W. Munroe St. 
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The following manufacturers 
are the only ones authorized to 
use the Sbicca Method in the 
manufacture of cemented 
shoes. Additions to our list of 
licensees will be published 
from time to time. 


Carlisle Shoe Company 
Carlisle, Penn. 


J. & T. Cousins Co. 
Brooklyn 


Laird, Schober & Co. 
Philadelphia 


I. Miller & Sons, Inc. 
Long Island City 


Palter-DeLiso, Inc. 
New York City 


Pincus & Tobias, Inc. 
Brooklyn 


Samuels Shoe Co. 
St. Louis 


Sbicca-Sanford, Ine. 
Philadelphia 


E. H. Strassburger, Inc. 
New York City 


Sbicca shoes are of single-sole construction. They com- 
bine the natural advantages of cemented shoes with the 
extreme smoothness and flexibility of the benchmade 
product. Sbicca meansa single-sole cemented shoe which 
is on a par with footwear of the very highest craftsman- 
ship and price . . . really a great advance in the art 
of shoemaking. 1 

Equipment and assistance for the manufacture of 
Sbicca shoes is furnished by the Compo Shoe Machinery 
Corporation. This is available to all manufacturers, 
regardless of the type of machinery used for attaching 
soles to cemented shoes. Sbicca Method Shoes, Inc., 


150 Causeway Street, Boston, Massachusetts. 
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